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Up From the Ranks 


From agent to general agent, to. district and state manager 
—that is the actual history of men in places of highest re- 
sponsibility and profit in the Peoria Life Agency Force. “All pro- 
motions made from the-ranks” is a rule with the Peoria Life, strictly 
followed in filling the higher positions in the Agency Force. 





“Cooperation 1 Headquarters” 


farm investments which have 
earned the Life its reputation for: 


“Policies Strong as Farm 
Mortgages Can MakeThem!”’ 














Good Contracts 
to Clean, 
Live Agents 


The big development of the Peoria 
Life lies in the future—this in spite of 
the remarkable past record of a sixteen- 
year-old company, soon to reach the 
hundred-million mark in business in 
force. So far only nine states have been 
entered. Plans for further expansion 
are in definite shape, to be putinto effect 
in due course. 


As a result of this program of ex- 
pansion, highly attractive agency open- 
ings are constantly being created. In 
filling them, the principle is observed: 
“All promotions made from the ranks.” A 
Peoria Life agent’s future is limited only 
by his own capacity and his own am- 
bition. | 


Peoria Life Insurance Company 


Peoria, Illinois 
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COMMISSIONERS HOLD 
LIVE MID-YEAR MEET 





Much Business Is Being Trans- 
acted at Convention’s New 
York Session 


SUGGEST MANY CHANGES 


Convention Passes on Some Recom- 
mendations, Others to Come Up 
in Remaining Gatherings 


NEW YORK, Dec. 4.—While no ac- 
tion of first importance was taken by 
the National Convention of insurance 
commissioners at the initial session of 
the mid-year gathering, held at the 
Hotel Astor in this city today, the pro- 
ceedings throughout were highly inter- 
esting, being enlivened by flashes of 
oratory mainly on the part of Commis- 
sioner McMahon of South Carolina and 
by clear headed statements and logical 
argument by Superintendents Conn of 
Ohio, Button of Virginia, Stoddard of 
New York, Donahue of New Hamp- 
shire and others.- Such subjects as 
came under review related either to be 
conducts of the insurance business as 
a whole, or dealt specifically with the 
fre or casualty interests. It may be 
that some member will introduce a 
purely life subject at the meeting to- 
morrow, though so far as is known 
nothing of the kind is contemplated. 


Recommend Liberal Laws 


The convention approved the recom- 
mendation of the laws and legislation 
committee that legislation be framed 
for submission in the different states, 
permitting both fire and casualty com- 
panies to write classes of business not 
now provided by the statutes and under 
conditions that will prove serviceable 
to the property owners. The severe 
handicap under which American com. 
panies labor when in competition with 
British institutions was emphasized, the 
convention being assured that the more 
liberal laws of Great Britain has aided 
powerfully in upbuilding the underwrit- 
Ing institutions of that country, and 
had been of no little influence in devel- 
oping the general trade of the “Tight 
Little Island.” 


Commend Hobbs’ Appointment 


The announced appointment of for- 
mer Commissioner Clarence M. Hobbs. 
of Massachusetts, as representative of 
the convention in the activities of the 
national council of compensation insur- 
ance induced a bitter attack upon the 
action by Commissioner McMahon, of 
South Carolina. The commissioner 
while expressing the highest regard for 
the intelligence and integrity of Mr. 
lobbs, yet held it to be wrong in prin- 
tiple for a man to accept pay from the 
interests he was so closely associated 
With and whose activities he was to 
Pass judgment upon. Answering this 
Charge Superintendent Stoddard main- 
tained that the employees of every in- 
surance department in the land were 
Paid for by the insurance companies, 





MERRIAM IS PRESIDENT 
WILL HEAD FRANKLIN LIFE 
Vice-President Is Elected Chief Execu- 


tive, Succeeding the Late 
George B. Stadden 





Henry M. Merriam, vice-president of 
the Franklin Life, in charge of its in- 
vestments, has been elected president 
to succeed the late George B. Stadden. 
Mr. Merriam has been active in the 
management of the company for 22 
years and for nine years has been a 
vice-president. He is regarded as a 
most capable man and as chief execu- 
tive for the Franklin Life will maintain 
the high standards the company has 
always assumed. Joseph W. Jones was 
elected director to succeed Mr. Stad- 
den. He is the director of agencies. 
The Franklin Life is one of the com- 


panies of which the middle west is 
justly proud. Vice-President Henry 
Abels is responsible largely for the 


life insurance department of the com- 








who were also directly taxed for the 
examinations made by the companies, 
and yet it had never been alleged that 
such proceeding biased in the slightest 
degree the reports of the examiners. By 
an overwhelming vote the action of the 
committee on workmen's compensation 
insurance in selecting Mr. Hobbs as the 
ccnvention’s representative was not only 
sustained but commended. Mr. Hobbs 
then presented a report detailing ar 
some length the work of the national 
council, reciting particularly the pro- 
ceedure followed in rate making and 
the factors entering therein. 


Limit Examination Expense 


With a view of checking the un- 
worthy practice of company examina- 
tions by incompetent parties, and for 
which excessive fees are collected, the 
convention adopted the resolution of- 
fered by the committee on examinations 
that it is the sense of this committee on 
examinations that no insurance depart- 
ment should be represented in any ex- 
amination, special examiner, consult- 
ng actuary or accountant, whether reg- 
ularly employed by said insurance de- 
partment or not, w hose charge for ser- 
vice exceeds $25 per day, exclusive of 
expenses, and further that no examina- 
tion be ordered by or receive the sanc- 
tion of the committee or be held under 
the auspices of the National Convention 
of Insurance Commissioners where an 
examiner be paid in excess of $25 a 
day and his expenses, save that in 
special cases, experts may be employed 
by two or more departments, and to 
whom compensation not in exces of 
$50 per day and expenses may be al- 
lowed. 

With respect to be valuation of secur- 
ities it was agreed to again employ 
Myrvin Scudder of New York City to 
prepare a book of values as of Dec. 31, 
and that the work be done under the 
supervision and aproval of the commit- 
tee on valuations. 





Organize at Rochester 


Rochester, N. Y,, 4 
have formed an association 
initial membership of 30. 


life general agents 
with an 





OBJECT TO RERATING 
FRATERNALS ARE BEING SUED 


Brotherhood of American Yeomen and 
Maccabees Are Targets of Attack 
by Insurgent Members 


Strong objection is being made by 
insurgent groups of fraternal members 
to the rerating of the fraternal organi- 
zations on a legal reserve basis. Suit 
for an injunction restraining the officers 
and board of directors of the Brother- 
hood of American Yeomen from putting 
in force a new table of rates on holders 
of certificates of membership under the 
original fraternal plan of the society was 
filed in district court Nov. 30 by H. E. 
Safford, of Maquoketa, la., and others. 

The plaintiffs allege that the proposed 
new rates are confiscatory, and that they 
have been ‘prepared with a view to 
forcing the holders of form A and B 
insurance to transfer to form C policies, 
which practically amounts to “old line 
insurance,” or let their membership 
lapse. They further allege that the re- 
serve fund of $4,000,000, built up under 
the old plan, has been reduced to $3,- 
000,000 through the operations of an 
alleged illegal transfer contract made by 
the officers and directors with the In- 
ternational Insurance Service company, 
an Illinois corporation, whereby the lat- 
ter company was to receive 75 percent 
of the first year’s premium by acting as 
agent in transferring A and B policies 
to “old line” forms. They ask judgment 
in favor of the society against the IIli- 
nois company for the amount paid over. 


Insurgents Oppose Rerating 


The International Insurance Service 
Company is an organization engaged in 
rerating fraternals to a legal reserve ba- 
sis and has before encountered similar 
opposition from small groups of insur- 
gents who do not approve the rerating. 
In this case all but about 20,000 of the 
265,000 members approved the rerating, 
the insurgents attempting to overthrow 
the plan. As for the cost of rerating, 
the service company has had 100 men at 
work in the field for three years. 

Suit has also been filed in the Ohio 
supreme court by James K. Lindley, of 
Columbus, to oust the Maccabees, a 
Michigan fraternal organization from 
the state and to have a trustee appointed 
for the benefit of the members and 
creditors. .The Maccabees have also 
been rerated by another organization. 
Lindley, who is a member, declares that 
the Maccabees “is not engaged in good 
faith in the exercise of the franchises 
and powers lawfully conferred upon it” 
and since 1890 “has misused its author- 
ity and assumed powers not granted to 
it.” He alleged that membership was 
secured by misrepresentation, that false 
statements have been issued through 
circulars and advertising that the face 
value of policies has been arbitrarily re- 
duced, that new rates which were to 
have become effective last Saturday are 
confiscatory and prohibitive, that the 
company does not maintain a reserve 
fund in Ohio to meet death claims, and 
that the form of insurance has been 
arbitrarily changed and that members 
have been compelled to accept new poli- 
cies which are less desirable than those 
which were originally issued to them. 

Lindley says that he is a holder of a 
policy for $5,000, which he says has been 
arbirtarily reduced to $3,800. 





FIGURES GIVEN SHOW 
RECORD YEAR ACHIEVED 


Duffield Announces Peak Produc- 
tion Statistics Before Life 
Presidents 


PROSPERITY IS INDICATED 


Life Companies Pass Banner Year of 
1920 and Lead the Way for 
All Business. 





° 
Dec. 6.—Breaking all 
records, the American people 
are purchasing $11,710,000,000 new life 
insurance this year, according to a re- 
port submitted to the 17th annual con- 
vention of the Association of Life 
Insurance Presidents here this morning. 
In making this announcement, the 


NEW YORK, 


previous 





E. D. 


DUFFIELD 
President of the Prudential 


the convention, who is 
Duffield, president of the 
said that the total insurance 
in force on American lives at the end 
of this year will be more than $55,000,- 
000,000, which, he added, is greater than 
the amount of life insurance in force 
in all of the rest of the world combined. 


chairman of 
Edward D. 
Prudential, 


A Factor in Business Stady 


“A record of the current sales of life 
insurance as well as insurance existing, 
apart from the present year, is now con- 
sidered a necessary factor in construct- 
ing a satisfactory measure of national 
business conditions,” said Mr. Duffield. 
“An approximation of this year’s busi- 
ness must be of especial interest in 
measuring the prosperity of the coun- 
try. The ready co-operation of the life 
insurance companies enables us to pre- 
sent a composite estimate of this year’s 
business based on 10 months’ actual 
business paid-for and an approximation 
amounting almost to a demonstration 
of the .remaining two months’ business. 
One hundred and twenty-three compa- 
nies, which wrote 93 per cent of the 
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total new business paid-for in 1922, 
have joined in this report showing a 
total of $10,871,000,000 for the year. 
Assuming that the other 7 per cent of 
the companies not heard from enjoyed 
similar new business experience—an as- 
sumption abundantly justified—it is ap- 
parent that the total insurance paid-for 
during the year 1923 in all American 
companies will amount to $11,710,000,- 
000, as compared with $9,774,000,000 in 
1922. Thus the American people during 
the present year have not only bought 
$1,936,000,000 more new life insurance 
than in 1922, an increase of 20 percent, 
but they have set a new high water 
mark for the business, having exceeded 
by $1,600,000,000, the previous record 
year ot 1920, when the amount written 
was $10,105,000,000.” 
‘Have Broken All Records 


Chairman Duffield linked life ‘insur- 
ance and the automobile industry as 
two lines of endeavor which have broken 
all former production records this year, 
saying, “Casual observers charge the 
American people with being hopelessly 
profligate in financial matters. The 
American people are even accused of 
being wasteful to the point of unintel- 
hgence. The fact that this year they 
have been able to absorb 4,000,000 auto- 
mobiles is being pointed to by critics as 
a bit of contributing evidence on this 
subject. Before we adopt such a de- 
pressing conclusion regarding the na- 
tional disposition, we should not over- 
look, but should give due weight to the 
significant fact that in the same year 
in which the American people indulge in 
the luxury of 4,000,000 automobiles, they 
have paid for new insurance to the 
amount of $11,710,000,000. 

“Notwithstanding the lamentable con- 
dition of the pessimist and his audible 
utterances as to what might have been, 
the sane mind can rejoice in what is. 
While the year 1923 may not disclose 
the high water mark of every business 
and industry, it does record it for many 
of our greater activities. We can add 
to our own satisfaction the knowledge 
that many of the larger industries can 
point to this year as indicating their 
highest success, as do we with ours. 
We can take to ourselves satisfaction in 
knowing that their high water mark has 
been recorded when carried to that 
point on the rising tide of life insur- 
ance. 


Substantial Prosperity Shown 


“This year’s record of new life insur- 
ance is conclusive proof of the sub- 
stantial character of the country’s con- 
tinued prosperity and the increased pur- 
chasing power of the American people. 
This great addition to the personal pro- 
tection of policyholders’ families carries 
with it the addition of hundreds of mil- 
lions of dollars to the productive capital 
of the country through the investment 
of life insurance funds and will continue 
to be one of the strangest factors in 
maintaining a steady, healthy growth in 
the nation’s commercial life. Funds 
contributed for life insurance premiums 
not only serve to safeguard the indi- 
viduals making the contributions but, 
until the time has arrived requiring pay- 
ment to a beneficiary, they are utilized 
for the welfare of the nation. From 
them companies are enabled to aid the 
national government by investing in its 
securities, and to aid states and munici- 
alities in the same manner. These 
unds are loaned in all forms of indus- 
try where the security is adequate. They 
enable railroads to run, telegraph and 
telephone companies to operate, power 
companies to furnish power to industry. 
In other words, they constitute the 
greatest single force in keeping the 
commerce of the nation active and ef- 
ficient. In addition the farmer is en- 
abled to cultivate more widely his farm 
and produce therefrom more food for 
the nation. They provide a means by 
which the individual may build a home 
for himself and his family, thereby in- 
creasing his interest in the stability and 
welfare of the nation, of which he is a 
art. . 
- Increase Is Remarkable, 


“Striking significance attaches to the 
new life insurance production of 1923 





BELLINGER REELECTED 


AGAIN TO HEAD FEDERATION 





Annual Meeting of National Organiza- 
tion Held in New York This 
Week 





NEW YORK, Dec. 4.—Charles Bell- 
inger, of Perrin & Co. of ‘New York, 
was re-elected preside. or the Insur- 
ance Federation of America at its an- 
nual meeting held here today. John T. 
Hutchinson was re-elected secretary 
and William G. Carter, president of 
the National Casualty of Detroit, was 
again chosen treasurer. Vice presidents 
were elected as follows: O. G. Strong, 
Wallace Reid, Cecil F. Shallcross and 
Edson S. Lott. The advisory commit- 
tee remains the same and the following 
new names we added to the board of 
trustees: Norman R. Moray, Hartford 
Accident; George W. Pangborn, Indian- 
apolig, Ind.; Spencer Welton, Fidelity 
& Deposit, Baltimore; and J. B. Levison, 
Firemans Fund, San Francisco. 


Report on Year's Work 


The advisability of rearranging the 
system of dues, to make it easier to 
enlist the support of some larger fire 
companies was discussed but no action 
was taken, it being thought best to 
leave the matter to the advisory com- 
mittee. At present dues are based di- 
rectly on premiums without any max- 
imum, which is thought to make mem- 
bership unattractive to large companies 
not only becatfse of the actual donation 
but because of the use of such a sum 
for a political organization is thought 
to be unwise. 

The success of the organization dur- 
ing the past year was noted by the of- 
ficers in their reports and actual figures 
were given by the secretary showing 
the effectiveness with which socialistic 
legislation had been blocked. 








when this year’s results are pictured 
with a background of prior accomplish- 
ment.. Add the $11,710,000,000 of new 
business after making due allowance for 
shrinkage from terminations, maturities, 
lapses and other deductions, to the 
$50,000,000,000 in force on American 
lives at the close of last year and you 
will bring the total old line life insur- 
ance protection in this country well past 
the $55,000,000,000 mark. For further 
emphasis, compare the amount of life 
insurance now in force with the situa- 
tion a decade or two ago and the rapid 
increase in life insurance production in 
recent years appears instantly. Twenty 
years ago, at the close of 1903. the total 
life insurance in force was $11,500,000,- 
000—which is less than the new busi- 
ness that will be produced in 1923. 

“The question naturally suggests 
itself as to why America has outstand- 
ing a larger amount of insurance than 
the rest of the world combined. Va- 
rious answers to this question might be 
suggested—that we spend more for 
education; that we offer a larger return 
to industry; that with us poverty and 
unemployment are less. All these are 
undoubtedly elements, but back of them 
all stands a controlling cause; namely, 
that the American government was 
founded upon the proposition that the 
purpose of government is the protec- 
tion of the individual in the enjoyment 
of his rights. It does not exist for the 
purpose of making men successful but 
to encourage men to make themselves 
successful by guaranteeing to them the 
fruits of their labor.” 


Bankers to Broadcast 


The Bankers Life of Des Moines will 
take possession of its new quarters in 
the new Library building about Jan. 1. 
Upon its removal it is expected to in- 
stall a monster radio broadcasting sta- 
tion. It is said there are only three 
larger radio stations in the country than 
the one Des Moines is scheduled to 
secure. 








TRUSTS ARE APPROVED 


DAVIS COMMENTS ON THEM 





In Address Before Life Counsel He 
Expresses Belief They Will Stand 
in Court’s Favor. 





A strong defense of the legal aspects 
of the Life Insurance Trust was given 
by Samuel Davis, associate counsel of 
the John Hancock Mutual Life, in 
speaking before the meeting of the As- 
sociation of Life Insurance Counsel in 
New York this week. Mr. Davis, 
starting on the premise that insurance 
which the beneficiary is secured in the 
enjoyment of is vastly more valuable 
that that which she has for but a brief 
time, endeavored to prove that from a 
legal standpoint the life insurance 
trust will be able to stand the test and 
not impose any additional hardships on 
companies granting them. 

The fear has been expressed that if 
a trust relationship is established be- 
tween the company and the beneficiary 
in place of the debtor and creditor 
status, additional burdens will be placed 
upon the company. Mr. Davis quoted a 
life insurance counsel who said, “I 
know of no principle which distin- 
guishes between a fund created by will 
and a like fund created by a policy of 
insurance.” He then proceeded to show 
that, while retaining the relationship of 
debtor and creditor between the com- 
pany and beneficiary, the principle of a 
spendthrift trust can be successfully in- 
corporated in the policy contract or in 
a supplementary contract prepared for 
the insured’s choice of settlement op- 
tion. Mr. Davis then proceeded to cite 
numerous court decisions to indicate 
that a court of equity will not hesitate 
to support a spendthrift trust in a life 
policy, even though the primary rela- 
tion is that of debtor and creditor and 
notwithstanding the absence of formal 
trust characteristics and without segre- 
gation of the trust fund. 


Believes Courts Will Approve 


Mr. Davis expressed his views of the 
attitude of the court of equity towards 
the spendthrift trust as follows: 

“The subject has only been sketched 
but I think enough has been given to 
show the principles which must be con- 
sidered in dealing with the question. 
It seems to me that whether the rela- 
tionship between the insurance com- 
pany and the beneficiary is that of 
debtor and creditor or trustee and cestui 
que trust is unimportant. Even if the 
relationship is only that of debtor and 
creditor the fact remains that the law 
of insurance is not a mere application 
of contracts and agency but is a sep- 
arate subject, having peculiar doctrines 
of its own. The beneficiary is the re- 
cipient of the bounty of another per- 
son, the insured, who directs the 
company to do certain things for. her in 
a particular way which he prescribes in 
detail. In a will it is the intent of the 
testator which governs. Why not in 
an insurance policy also, particularly when 
the spendthrift trust itself is upheld wholly 
upon the theory of giving effect to the 
intent of the donor? I believe that a 
court of equity will, when the question 
is presented to it, promptly recognize 
and uphold the right of an insured to 
give a life income to his beneficiary 
which may not be anticipated by her 
or assigned for her debts or taken by 
her creditors before coming into her 
possession.” 


Opens a Life Department 


The Underwriters Service Corpora- 
tion, the attorney-in-fact for the Motor 
Car-United Underwriters of Chicago, of 
which Frank M. Rice is president, has 
established a life insurance department, 
taking 4 general agency of the Reliance 
Life of Pittsburgh. Howard C. Wiwicke 
is appointed sales manager of this de- 
partment. Life, health and accident in- 
surance will be written through this de- 
partment. . 





ASKS COURT LENIENCY 


HITS STRICT CONSTRUCTION 





H. H. Orr, in Address Before Life 
Counsel, States Reason for Old 
Precedent Is Gone 





The old rule of strict construction, 
under which policy provisions are con- 
strued most strongly against the life in- 
surance companies, where provision 
capable of more than one construction 
exists, was cited as a case of old prece- 
dent, long since antedated, in an address 
made by Orr, counsel for the 
Western Reserve Life of Indiana, speak- 
ing before the Association of Life In- 
surance Counsel in session in New 
York this week. Mr. Orr stated that 
under the practice of life insurance of 
former days there was a reason for such 
a construction. The purchaser of a life 
policy knew nothing of life insurance, 
the only means of interpretation being 
the life insurance expert who coined the 
intricate phrases and clauses in the pol- 
icy. It is pointed out, however, that 
this condition, the only reason for the 
rule of fixed construction, has been re- 
moved in the recent development of life 
insurance and that the companies 
should now be given an equal chance 
with the policyholder in the court. 


Conditions Are Changed 


Mr. Orr pointed especially to a few 
elements which affect the interpretation 
of policy provision: 1, that all policies 
must contain certain provisions enumer- 
ated; 2, that no policy shall be issued 
until the form has been filed with and 
approved by a designated state official. 
With reference to the enumerated pro- 
visions it is shown that in the case of 
fire insurance, the rule of fixed con- 
struction was applied, prior to the date 
of the standard policy form, but has 
been generally set aside since that time. 

The development of recent years in 
life insurance has been toward the 
standardization of forms and clauses. 
Mr. Orr believes that there is equal 
reason for discarding the fixed rule of 
construction in the case of life com- 
panies. He agrees that there is a slight 
difference, in that the exact wording of 
the fire policy is provided by statute, 
which is not the case in life insurance. 
He states, however, that while the ex- 
act wording may vary in a life policy, 
that the wording used must conform to 
a statutary provision and, if it conforms, 
then it would seem that the policy pro- 
vision and that of the statute must im- 
part identical meaning. 

Particular emphasis can be placed 
upon this, when it is considered that 
this identical meaning must be approved 
by a designated public official. The pub- 
lic nature of life insurance, impressed 
by legislative enactment, prescribes 
either a standard form of policy or the 
use of specified provisions and usually 
confers upon a public official authority 
to see that the legislative requirements 
in this respect are complied with. Ap- 
proval of the named public official 1s 
mandatory before the company can pro- 
ceed to write the life insurance policy. 
Thus, it is pointed out by Mr. Orr that 
the policyholder has representation as 
to the interpretation of the policy and 
there is no longer the necessity for 
holding the company issuing the policy 
to the strict constructions that was for- 
merly required. Mr. Orr suggests that 
the courts are following blindly prece- 
dent once correctly set, but for which 
no reason now exists. The development 
of recent years in life insurance has 
been towards the standardization of 
forms and clauses. Mr. Orr believes 
that there is equal reason for discarding 
the strict rule of construction in the 
case of life companies. 


Lester Hall, vice-president of the Fi- 
delity National Bank & Trust Company, 
and manager of the Trust & Mortgagé 
department, gave an address recently t 
the city representatives of the North- 
western Mutual Life at' Kansas City, Mo 
He explained to them the connection be 
tween insurance and insurance trust. 
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IAW OBSERVANCE OF 
LIFE COMPANIES CITED 


Vice-President E. E. Rhodes of 
Mutual Benefit Addresses 
Life Presidents 








OBEDIENCE FUNDAMENTAL 





Carry Out Letter of Law, Both Written 
and Unwritten, in Conduct of 
Business 


Obedience to law, written or unwrit- 
ten, was cited as a fundamental of life 
insurance in an address by Edward E. 
Rhodes, vice-president of the Mutual 
Benefit Life, before the convention of 
the Association of Life Insurance Presi- 
dents in this city this week. Mr. Rhodes 
outlined in detail the many ways in 





E. E. RHODES 
Vice-President Mutual Benefit Life 


which life companies are leading the 
way in law enforcement, carrying out 
to the letter not only the laws which 
have been prescribed by legislature, but 
the unwritten laws of successful opera- 
tion of the life insurance business. Mr. 
Rhodes spoke in part as follows: 


Follow Unwritten Laws 


Whether we are dealing with written 
or unwritten laws one of the chief requi- 
sites for a successful life insurance com- 
pany is implicit obedience thereto. It is 
Irequently said on the street, and some- 
tmes in the public press and on the 
Platiorm, that big businesses maintain 
large and expensive professional staffs 
to advise them how they may violate 
the law and escape the penalty therefor. 
Aside from any predilection which the 
Managers of life insurance companies 
may have for conducting their business 
honestly and within the confines of law, 
they know that it is less expensive and 
more profitable to observe the law than 
itis to disregard it. All business rests 
“pon confidence; and life insurance 
Peculiarly so. What incentive would 
Policyholders have to pay their premi- 
ums year after year if it were not for 
their confidence in the rectitude of their 
Companies? That confidence is the most 
Valuable asset of the companies, and it 
's the one which is most jealously pro- 
tected, 

The primary basis of all life insur- 
ance calculations is the law of proba- 
ae Upon the correct interpretation 
= application of this law the stability 
Th permanency of a company depend. 

© companies, therefore, maintain 

(CONTINUED ON PAGE 24) 











CENTRAL LIFE TO OCCUPY NEW HOME 














EFORE the end of the year the 

Central Life of Illinois will be 
occupying its new building in Chi- 
cago. Removal of its home office 
from Ottawa will begin on Dec. 21 
and by the day after Christmas the 
company expects to be doing busi- 
ness from its new home. At first it 
will occupy the third, fourth and 
fifth floors of its new building but 
during February expects to have its 
permanent quarters completed on the 
13th, 14th and 16th floors. 

All the officers will move with 
their families to Chicago, where they 
expect to become fixtures. They will 
be given a hearty welcome by the 
other Chicago life companies. The 
Central Life and its officials have 
always been popular. Recently a 
luncheon was given at the Hotel La- 
Salle in greeting to the new com- 
pany and was attended by some 25 
of the officials of companies already 
located in Chicago. A most cordial 
welcome was assured the newcomers. 

The new building of the Central 
Life is a handsome architectural ad- 
dition to North Michigan boulevard, 
Chicago’s famous automobile high- 
way that is leading to very high 
class developments of the property 
north of the Chicago river, The 
building looms up from the broad 
drive and attracts the attention of 
hundreds of thousands of motorists. 
It is at the corner of Superior street, 
not far from the Drake and other 
famous hotels and is easily accessible 
from nearby street cars as well as 
by motor via the “Boul Mich.” 

The Central Life of Illinois was 
organized in Ottawa in 1907. It has 
grown steadily until its assets exceed 
$5,000,000 and its insurance in force is 
inore than $40,000,000, It has kept pace 
with underwriting developments and is- 
sues modern policies on both the par- 
ticipating and non-participating plans. 
The officials of the company: President, 








DEATH CERTIFICATE IN ISSUE 





Equitable Life Seeks to Have It Admit- 
ted in Evidence to Show Mis- 
statements Made 





The Equitable Life of New York has 
instructed its attorneys in Nebraska to 
appeal to the supreme court from a 
judgment recently entered against it in 
Gage county. The appeal will raise an 
entirely new question, whether a doc- 
tor’s certificate of death, required by 
law to be filed with the state bureau of 
health, is admissible as evidence. 

In the case at bar the man had taken 
insurance on June 24, 1922, and died 
July 5 following. The doctor’s death 
certificate said that he died of an aortic 
aneurism and that the 


pronounced stage. The company de- 
fended on the ground that the assured 
had misrepresented his physical condi- 
tion, having declared he had neither dis- 
ease and that he was in good health 
when he made the application. 

At the trial the company produced 
the death certificate and offered it in 
evidence, contending that as it had be- 
come a public document it was avail- 
able to all persons and for all pur- 
poses. The attorney for the bene- 
ficiaries objected, and the court ruled 
it out on the ground that being a 
transaction between a physician and a 
patient it was a privileged communica- 
tion and could not be revealed to any- 
one, notwithstanding that the law re- 
quired that it be made a public record. 
The company’s attorneys contend that 
being a public record it is open to any- 
one, and they will ask the supreme 
court to rule whether this means open 
to anyone but a court interested in as- 
certaining the facts in a legal dispute 
so that justice may be done. Former 
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H. W. Johnson; vice-president, W. F. 
Weese and Charles Nadler; secretary 


and treasurer, S. B. Bradford; general 
counsel, W. H. Hinebaugh; medical di- 
rector, T. W. Burrows, M. The 
company is licensed in Illinois, Iowa, 
Kansas, Michigan, Minnesota, Missouri, 
Nebraska, South Dakota and Texas. 





United States Senator Burkett is repre- 
senting the company. 

Several states have held that such 
certificates are admissible. The Ne- 
braska supreme court held some years 
ago that a death certificate filed in a 
city office in obedience to an ordinance 
was not permissible on the ground that 
the state law having made it privileged, 
a city ordinance could not supersede it. 
Since that. however, the legislature has 
created the state bureau and requires 
the filing with it of every certificate of 
death, 


NEW YORK LIFE’S JAPAN LOSS 





Latest Report Shows But $80,000 Paid 
Out on Claims Resulting from 
Recent Disaster There 


NEW YORK, 
York Life’s latest report from Japan 
shows that 160,000 yen ($80,000) has 
been paid out on claims resulting from 
the recent disaster there. This is re- 
garded as very favorable. Of course, 
there is a great possibility of new claims 
coming up, as time goes on. There are 
very hkely some deaths which have not 
been reported, on account of entire fam- 
ilies being wiped out. It will be very 
hard to trace these, as such cases will 
be difficult to separate from ordinary 
lapses. Often a man takes out insurance 
without telling his family, and if the 
papers are destroyed at the time of his 
death, in all probability no claim is 
made. The New York Life’s custom of 
following up lapses closely is apt to 
bring some of these cases to light. 

At the time of disaster it was feared 
that the company’s manager had been 
killed and that the Tokio office, with all 
records, had been destroyed. However, 
events have proven otherwise, as all 
employes and all records of the com- 
pany were saved. 





Dec. 4-—The New 





INVESTMENTS IN MEN 
SHOULD BE PROTECTED 


Oklahoma Bankers See Life In- 
surance as Necessity for Big 
Business Concerns 








DEATH MEANS DISASTER 





Should Guard Against Loss of Execu- 
tives—Some Put More Money 
Into Men Than Business 





OKLAHOMA CITY, OKLA., Dec. 
4.—For the last five years, banks of 
Oklahoma City have been requiring 
more and more life insurance, and it is 
regarded today as far more valuable 
than at any previous time, in the opinion 
of Charles W. Gunter, president of the 
Liberty National Bank. Mr. Gunter de- 
clares that: “Any firm directed by one 
or more men is always accorded a bet- 
ter credit rating when corporation in- 
surance is carried. Any large firm con- 
trelled by one man, in cases where his 
death would mean any change in the 
financial status of the company, abso- 
lutely requires business insurance be- 
fore banks will consider a loan of any 
size. The necessity is evident, for the 
reason that so many things may happen 
to a firm when the guiding hand is re- 
moved by death. 


Regarded as Sinking Fund 


“Life insurance is also regarded by 
bankers as a sort of sinking fund for 
the liquidation of indebtedness or any 
outstanding bonds, and bankers are asa 
rule insisting more and more on every 
firm, large or small, having every form 
of protection. Of this protection, ample 
life insurance is considered the most 
valuable of all. One's capital may be 
restored, businesses may be rebuilt, but 
when the directing hand of a concern is 
removed by death, he can seldom be 
replaced immediately, with equal finan- 
cial ability. 

“Without life insurance, we have seen 
business after business go on the rocks, 
socner or later, after the death of the 
person or persons responsible for their 
upbuilding.” 

Monthly Income Form 


In discussing the relative value of 
monthly income policies and lump sum 
payments, Mr. Gunter said: “To the 
individual and for family insurance, I 
regard monthly payment insurance as 
the ideal form, coming as it does, in in- 
stallments which cover the absolute 
fixed expenses of the average home. In 
this way it is seldom squandered or dis- 
sipated and the widow is provided with 
a permanent living. 

“I do believe, however, that a more 
intensive study and understanding of 
life insurance among the big agents, 
coupled with hard work, will, in the 
majority of cases mean more successful 
distribution of life insurance,” he con- 
cluded. 

Like Sugar or Flour 


Life insurance is regarded by F. P. 
Finerty, president of the Fidelity Na- 
tional Bank, as a necessity. “It is a sta- 
ple,” he said, “just as much so as sugar 
and flour, and should be carried by 
everyone and the policy should not 
read in favor of the family or widow, 


Staple, 


but be payable to the estate.” This 
he believes will more securely in- 
sure the liquidation of all debts. The 


Fidelity National does not demand life 
insurance from every borrower, but 
where large amounts of money are in- 
vee it usually requests it, Mr. Finerty 
Said. 

“Corporations do not necesarily take 
out insurance to bolster their credit, but 
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they all realize that it is an undeniable 
asset when the time comes to borrow 
money. They carry insurance for men 
in their organization who are very val- 
uable, because if one of these officials 
should die the corporation would un- 
doubtedly sustain loss, until his place 
is satisfactorily refilled.” 


Like Full Payment Better 


In regard to monthly payment poli- 
cies, Mr. Finerty likes full payment bet- 
ter, when any investment by the widow 
is safeguarded by restrictions placed 
upon it by the husband. For example 
the Fidelity National president told of a 
man who carried $75,000 life insurance, 
made out in favor of his widow, but car- 
rying the restriction that it should osly 
be invested in bank stock, bonds or 
mortgages. 

Three is no question in the mind of 
D. W. Hogan, president of the Farmers’ 
National Bank, that the financial state- 
ment that shows life insurance stands 
in better favor at his bank than the one 
without it. “Life policy is in a measure 
a savings account, and has an accumu- 
lative value, a loan value and a cash 
surrender value,” he added, “and is fast 
becoming more and more of an asset. I 
figure that a life insurance solicitor is 
like a preacher—we need him and want 
him, but none of us will go out and look 
him up, and when we see him we evade 
him if possible, all the while realizing 
that he has something to sell that we 
want and should have—in fact it is one 
of the necessities of life.” 


Gives Bank Protection 


Discussing the various phases of the 
insurance business, Hugh M. Johnson, 
president of the First National Bank, 
made the following comment: 

“We thoroughly believe in the practi- 
cability of life insurance, not only in the 
way of strengthening the credit of the 
individual, but in giving the bank pro- 
tection to which it is entitled. There 
are a great many lines of credit very 
worthy of extension which are largely 
based on the indivdual enterprse of the 
one conducting the business and while 
the business might be solvent and with 
plenty of assets to clear it, yet it is as a 
rule due to the dominant personality of 
one individual. The sudden death of 
this individual ofttimes forces almost to 
the point of bankruptcy a thoroughly 
reliable and going concern. 


Money Invested in Men 


“We feel that the bank, loaning as it 
does on the faith in the individuals con- 
ducting the business, is entitled to the 
insurance policy further guaranteeing 
that the plans and aspirations of the 
concern will be carried out. I believe 
there is a great tendency in the banking 
business to look at this problem from 
that angle and to require substantial life 
insurance policies with liberal lines. 

“It is my judgment that corporations 
which have a great deal of money in- 
vested in the training and education of 
executives should have their lives amply 
insured. Such an action is a business 
asset and credit is materially strength- 
ened when the policy is adopted. I 
have observed that many a corporation 
has trained its executives up from mes- 
senger boys to topmost places and 
have more actual money invested in 
men than it has in business. The fact 
that they are protecting this investment 
with a life insurance policy is an evi- 
dence of good business and the com- 
pany so doing should have the credit 
for that in appraising them as a sub- 
stantial concern. 


Raps High Pressure Salesman 


“If I might be pentonat for a slight 
digression, I would say that the most 
serious objection to the life insurance 
industry is the high pressure salesman. 
By that I mean the fellow who will 
make any sort of a representation to 
get the ‘name on the dotted line’ In 
their anxiety to secure the initial pre- 
mium they overlook the fact that the 
substantial end of a life insurance con- 
tract to the company is the other nine- 
teen payments to be made. 

“My notion about the monthly in- 


NO ST. LOUIS SESSION 


—_——— 


HYDE WAS ONLY ONE THERE 
Meeting of Insurgent Commissioners 
Called by McMahon Fails to 
Materialize. 





ST. LOUIS, MO.,_ Dec. 4.—The 
widely heralded Hyde-McMahon “rump 
convention” of insurance commissioners, 
scheduled to take place in St. Louis 
Nov. 30-Dec. 1, and “thence to New 
York in a body,” failed to materialize, 
and newspaper men who visited the 
Hotel Jefferson in search of the gath- 
ering were informed by Ben C. Hyde, 
Missouri superintendent that the gath- 
ering had been called off. 

However, he said some of the super- 
intendents planned to change trains for 
New York in St. Louis and would prob- 
ably travel eastward on the same train, 
but that no meeting of any kind would 
be attempted. 

“The meeting was called off some 
time ago,’ Superintendent Hyde ex- 
plained. “Commissioner McMahon of 
South Carolina sought to call a confer- 
ence, but because of the heavy expense 
of going to New York many superin- 
tendents had decided not to attend the 
national conference. So the local gath- 
ering was called off. 

Hyde Only Attendant 


Superintendent Hyde was the only 
commissioner at the Hotel Jefferson on 
Friday, the first day of the scheduled 
gathering, and he departed for New 
York at noon Saturday. He said that 
those who were interested in the con- 
templated mid-west conference well un- 
derstood the situation and it really 
wasn’t necessary to adopt a platform for 
their plan of action in New York. 

Several weeks ago Superintendent 
Hyde sent out advance copies of the 
speech he was scheduled to deliver at 
the New York meeting this week, so 
that the other superintendents and oth- 
ers interested would have an opportunity 
of studying the pone made and be pre- 
pared to meet them. He was expected 
to lead the fight to overturn the 1921 
agreement on underwriting profits. 








come payment feature would be that 
some reliable trust company or trust 
department in some substantial bank be 
designated as the trustee of the fund 
and the beneficiaries receive allotments 
provided for leaving some of the funds 
and the discretion to the trust company 
to increase the amount in case of emer- 
gency.” 
Backbone of Credit 

“We regard life insurance as an import- 
ant section in the backbone of credit,” 
declared Frank P. Johnson, president of 
the American National Bank. “All our 
applications for loans contain questions 
as to how much life insurance is car- 
ried by the applicant, what companies 
it is in, and to whom it is payable. We 
advocate that every man should increase 
his estate by depositing securities with 
our trust department and using the in- 
come to pay life insurance premiums. 
We offer the use of our savings depart- 
ment for the monthly accumulation of 
premiums that are payable annually or 
semi-annually, We advocate.every man 
carrying as much insurance as his cir- 
cumstances justify and having the pro- 
ceeds left in trust so that the widow 
and orphans can use the income and 
only a limited amount, if any, of the 
principal. 

“We regard life insurance as a great 
stabilizer of credit and we work hand 
in hand with the agencies of all reput- 
able companies. When business men 
take large risks, we advocate increased 
life insurance to cover.” 





The American Insurance Union of 
Columbus, O., has recently entered Iowa 
and Florida and is now operating in 27 
states and the District of Columbia. It 
is perfecting plans for a new 13-story 





home office builidng. 





LIFE COUNSEL MEET 
SESSION IS ON IN NEW YORK 
Community Property Laws as Affecting 
Life Insurance Largely Discussed 
at Gathering 





NEW OFFICERS ELECTED 

President, Frederick L. Allen, Mutual 
Life. 

Vice-President, James C, Jones, Ameri- 
ean National Life. 

Secretary-Treasurer, William J. Tully, 
Metropolitan, 

Assistant Secretary, William B. North- 
rup. 

Executive Committee, George B. 
Young, National of Vermont, Chairman; 
W. H. Davis, Pacific Mutual; Joseph 8. 
Conwell, Penn Mutual; Chandler Bullock, 
State Mutual. 


An interesting program was held in 
New York Wednesday and Thursday by 
the Association of Life Insurance Coun- 
sel. Community property laws were 
discussed by two members. A number 
of the states have enacted laws defining 
the property held by husband and wife 
as community property or as property 
held separately. Life insurance becomes 
interested where a life insurance policy 
is considered equally the property of 
husband and wife, because of the fact 
that premiums are paid out of commu- 
nity funds. Eugene J. McGivney, gen- 
eral counsel for the Pan-American Life, 
discussed the problem from the stand- 
point of the law in Louisiana and Wil- 
liam H. Davis discussed it more gener- 
ally, but with particular reference to 
California. 

The life insurance problem arises 
when the husband changes beneficiary 
to another than his wife. In such cases, 
where community property laws have 
been enacted, the wife can come in and 
make claim for half of the proceeds of 
the policy upon the death of the insured. 
This would seem to make the change of 
beneficiary clause rather useless, but 
Mr. Davis brought out that on account 
of the freedom of contract between hus- 
band and wife and because of the hus- 
band’s control over community funds 
during his life time that his change of 
beneficiary is actually a valid gift. That. 
is, it is not void, but is voidable. The 
life company, he said, should go ahead 
and pay the proceeds to the beneficiary 
rovided the wife does not make claim 
or her share prior to payment of the 
money. 

John Izard, attorney for the Connec- 
ticut General, read a comprehensive 
paper on extra territorial action by state 
government as it affects life insurance. 


Rule of Strict Construction 


At the Wednesday session H. H. Orr, 
general counsel of the Western Reserve 
Life of Muncie, Ind., spoke of the effect 
ot court observance of the rule of strict 
construction of life insurance policies. 
He said that the custom of construing 
any doubtful clause in an insurance pol- 
icy against the company and in favor 
of the insured was based upon sound 
reason originally, in that the contract is 
drawn by the company and in most 
cases is never examined by the msured 
until it is delivered and often not then. 
The contract did not grow out of nego- 
tiation and therefore the company 
should suffer in case of any obscure 
clauses. Today the situation is quite 
different, owing to the fact that stand- 
ard provisions are required by law and 
in addition policies must be approved 
by the insurance department of the 
state. The contract is now largely a 
creature of legislation and therefore 
wherever a clause inserted because of 
requireslegal requirements is ambiguous 
or requires interpretation, it is clear 
that the old rule of strict construction 
should not apply. Samuel Davis, asso- 
ciate counsel of the John Hancock, dis- 
cussed the spendthrift trust as it is af- 
fected by the common law. He con- 
cluded that such a trust could legally 
be a part of an insurance policy where- 


SHOWS LAW’S EFFECT 


COVERS COMMUNITY INTEREST 





Vice-President Davis of Pacific Mutual 
Analyzes Situation Before Life 
Counsel Meeting. 





The community property laws oj 
California and their effect on life insur- 
ance was the subject of a discussion by 
W. H. Davis, vice-president and gen- 
eral counsel for the Pacific Mutual Life 
before the meeting of the Association 
of Life Insurance Counsel in New York 
this week. Mr. Davis traced the history 
of the community property laws, from 
their start in Spain to the present adop- 
tion in Arizona, California, Idaho, Lov- 


isiana, Nevada, Mexico, Texas and 
Washington. He pointed out that the 
California laws are unique, differing 


from those of any other state, as is in- 
dicated by the recent decision in the 
case of New York Life vs. Bank of 
Italy. In that case the paficyholder 
had assigned a policy, which was taken 
out for the wife, to a brother, without 
the approval of the wife. The court 
held that under the community laws, 
one-half of the policy belonged to the 
wife, as the premiums had been paid 
from community funds. 


Is Only Expectancy Right 


One of the important points brought 
out by Mr. Davis was the fact that in 
California interest of the wife in com- 
munity property ripens instantly upon 
the death of the husband and that until 
his death the wife has no existing prop- 
erty right. It is but an expectancy 
right, however, and Mr. Davis believes 
that the companies may now legally 
pay the proceeds of insurance policies 
in the absence of a declaration by the 
wife. The wife is not a party to the 
contract and the law gives her no right 
to the proceeds other than the right to 
declare a gift void. Mr. Davis pointed 
to one amendment to the California law 
which now provides that upon the death 
of either spouse one-half of the com- 
munity property belongs to the sur- 
vivor and the other half is subject to 
testamentary disposition of the de- 
ceased, and in the absence thereof goes 
to the surviving spouse. The question 
is raised as to whether this new law 
will affect life insurance policies by giv- 
ing the wife one-half interest in the 
cash value of the policy carried by the 


survivor, 
Sums Up Effects 


Mr. Davis summarizes some of the 
effects of the California community 
property laws on life insurance as fol- 
ows: ‘ 

1. The'wife’s interest in the proceeds 
of policies on the life of her husband 
payable to others than herself, is aa 
interest which she must affirmatively 
assert, the gift of the beneficiaries des 
ened being not void, but merely void- 
able. 

2. Payments already made by the 
company to such beneficiaries in the ab- 
sence of a declaration by the wife de- 
claring as to her half thereof the gilt 
void, or in the absence of a claim by her 
to half of said procceeds, free the com- 
pany, in my opinion, from any legal 
disability as far as the wife is col 
cerned. 

Unless Voided, Payment Is Legal 


3. Payments to such beneficiaries 
hereafter upon policy contracts in ¢* 
istence upon the date Section 2769 civil 
code of California became effective, ™ 
the absence of a declaration by the wile, 
declaring said gift void as to her halt 
of said proceeds, or in the absence 0! 
a claim by her to half of said procee¢s: 
in my opinion, free the company from 
any legal liability as far as the wife 18 
concerned, but if such declaration * 
given, or claim made, a resort to inter 
pleader is necessary. ‘ 

4. Payments upon all policy com 
tracts entered into after Section 278 
of the civil code of California becam* 





ever such a trust was recognized. 


effective may be legally made in * 





Decemt 


——— 
—— 


cordan 
section, 
strued 
declara 
matter 
pleader 
more e 
% $s 
recently 
tament 
one-hal 
passed 
of appr 
code a 
trolling 
proceed 
sued a! 
irrespec 
not sai 
changes 
in com! 


Ww 


- 7 
cash st 
under 
paid an 
the ins 
sent of 
therefor 
makes 

% I 
wife, tk 
has cor 
to the | 
should 
sented 
it shou 
signee | 
or poli 
in any 
sicknes: 
ments 
clause. 
ments — 
policies 
came € 
the hus 
icy, if s 
desirabl 
band tc 
seem ni 

8 Is 
estate t 
deceden 
all life 
and aft 
other o 
ance pr 
gross e: 

9% | 
cases di 
it from 
render 1 
benefici: 
with, ar 
copy of 
of the 
obtainec 
been sé 
Waiver | 
est in 
filed wi 

10. § 
operatio 


Ws up 
advisab] 
must be 
Panies 

conduct 
tical fe: 
latter si 
will aris 


Unio 

Presic 
Central 

ling an 
tendent 





ws of 
> insur- 
sion by 
d gen- 
al Life, 
Ciation 
w York 
history 
3, from 
t adop- 
>, Lou- 
'S and 
hat the 
iffering 
s is in- 
in the 
ank of 
y holder 
3 taken 
vithout 
+ court 
r laws, 
to the 
n paid 


rought 
that in 
1 com- 
r upon 
it until 
; prop- 
‘ctancy 
elieves 
legally 
olicies 
by the 
to the 
> right 
ght to 
ointed 
ia law 
» death 
- com- 
e sur- 
ect to 
e de- 
f goes 
restion 
w law 
y giv- 
in. the 
by the 


of the 
nunity 
is fol- 


yceeds 
sband 
is an 
tively 
s des- 

void- 


December 6, 1923 


LIFE INSURANCE EDITION 








cordance with the provisions of said 
section, but until the courts have con- 
strued the effect of this section, if such 
declaration is given or claim made, as a 
matter of policy or practice, inter- 
pleader may be considered safer and 
more expedient. 

5. Section 1401 and Section 1402, as 
recently enacted providing for the tes- 
tamentary disposition by the wife of 
one-half the community property were 
passed and approved prior to the date 
of approval of Section 2769 of the civil 
code and therefore the latter is con- 
trolling as far as the payment of policy 
proceeds are concerned on policies is- 
sued after the latter became effective, 
irrespective of the question whether or 
not said Sections 1401 and 1402 have 
changed the status of the wife’s interest 
in community property. 

Wife’s Approval Unnecessary 


6. Where policy contracts permit, 
cash surrenders and amounts due are 
under matured endowments may be 
paid and policy loans may be made to 
the insured husband without the con- 
sent of the wife as the consideration 
therefor referred to in Section 172 
makes the wife’s consent unnecessary. 

7. In the event the insured is the 
wife, the husband is the owner of and 
has control of the policy. His consent 
to the exercise of any policy privileges 
should be obtained. If he has not con- 
sented to the assignment of the policy 
it should be obtained if the wife's as- 
signee should request a cash surrender 
or policy loan; kKkewise he should join 
in any receipt given for accident and 
sickness indemnity payments and pay- 
ments under the permanent disability 
clause. He should also consent to pay- 
ments to beneficiaries or assignees of 
policies issued before Section 2769 be- 
came effective. A written waiver by 
the husband of any interest in the pol- 
icy, if such could be obtained, would be 
desirable. The signature of the hus- 
band to premium loan notes does not 
seem necessary. 

8 In determining under the federal 
estate tax act the gross estate of the 
decedent, one-half of the proceeds of 
all life insurance is payable to the wife 
and after deducting $40,000 from the 
other one-half, such portion of insur- 
ance proceeds becomes a part of the 
gross estate. 

9. Restraining orders in divorce 
cases directed to the company, enjoining 
it from granting policy loans, cash sur- 
render values, or permitting changes of 
beneficiary, should be strictly complied 
with, and in event of divorce a certified 
copy of the decree directing disposition 
of the community property should be 
obtained. If property interests have 
been settled by collateral agreement, 
waiver of the party relinquishing inter- 
est in community property should be 
filed with the company. 

10. Section 2769 does not affect the 
operation of the community property 

ws, except in so far as it provides for 
payment of policy proceeds on the death 
of insured. 

lil. Innumerable questions arising 
from the complications caused by these 

Ws upon which general rules are not 
advisable need not be touched upon and 
must be solved by the respective com- 
Pamies according to their manner of 
conducting the business with the prac- 
tical feature before them. From the 
latter standpoint I believe less trouble 
will arise than is generally feared. 


Union Central Men at Cleveland 


President John D. Sage of the Union 
entral Life, Vice-President Louis Brei- 
ing and Charles Hommeyer, superin- 
tendent of agencies, were present at a 
Meeting of the company’s Cleveland 
agency Dec. 5. An interesting program 
Was arranged and about 40 agents were 
in attendance. 
of he business of the Cleveland agency 
‘ the Union Central has expanded so 
offe the year that three additional 
‘ ces have been taken over adjacent 
© its old quarters in the Society for 

Vings building. The quota of new 
usiness for 1923 was filled early in 

ctober. 











A Real Partnership 


The Lincoln National Life Home Office goes on 
the job as a real partner with each agent of the 
Company. As a result dozens of letters like the 
one appearing here come in each month from the 
fieldmen. 





AGENCY OF 


THE LINCOLN NATIONAL LIFE INSURANCE COMPANY 
Home OFFice: Fort WAYNE, INDIANA 


H. G. SWIFT, GENERAL AGENT 
847 S. MAIN STREET BRYAN, OHIO 


THE LINCOLN NATIONAL LIFE INSURANCE COMPANY 
Fort Wayne, Indiana 


Gentlemen: 


0 Be a Pe ee ee ° 
Edon, Ohio, was just fine. I called on her 
yesterday and came away with two applica- 
tions, one for her son and the other for her 
daughter. Your letter and literature did 
the work. 

r Again thanking you for your co-operation 
an 
Yours truly, 


JOE 











Hundreds of personal letters go out to aid in closing 
prospects every month. 


Just a part of that earnest co-operation which makes 
it pay to 
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The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $285,000,000 in Force 
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LOCK YOUR DOORS 
AGAINST CHANCE 


When a man insures his life for the bene- 
fit of his family he builds a structure of 
- Sure Protection around those he loves. 


And no worth while citizen can afford to 
endanger this structure by allowing his 
policy to lapse. 


Keep the doors locked against Chance! 


Remember that a lapsed Policy is often 
a lost Policy, for your physical condition 
may not allow you to renew it at a later 
date, and even if it did, the cost of renewed 
protection always mounts higher as the 
years pass on. 





_ To pay the yearly premiums may some- 
times call for a bit of extra effort or self- 
denial, yet you will agree that the satisfac- 
tion of having “Carried Through” is worth 
it. 





So let the same Good Judgment that in- 
fluenced you to do the Right Thing in the 
Past, continue to lead you along the Straight 
Path toward the Future. 


“Finish the Course.” 
“Keep the Faith.” 
Don’t let your policy lapse. 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Sixty-one years in business. Now insuring One 
Billion Seven Hundred Million dollars in policies 
on 3,250,000 lives. 








Eureka Life Insurance Co. 
Of BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 
Standard Ordinary and Industrial Policies 


- C. MAGINNIS, President J. N. WARFIELD, Jr. 


, Secretary-Treasurer 
BARRY MAHOOL, Vice-President Dr. J. H. IGLE T, Medical Director 











HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 

Industrial policies are in full immediate benefit from date of issue. 

Ordinary policies contain a valuable Disability clause and are guaranteed by State 


Endorsement. Gop CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas’ 








—. 











PRESENTS INHERITANCE TAX SALES APPROACH | 





vice-president of the Equitable 

Life of New York, was the 
speaker at the meeting of the Rhode Is- 
land Life Underwriters Association, 
Dec. 4 at Providence. The subject was 
how to sell more life insurance by rea- 
son of the existence of estate and in- 
heritance tax laws. 

Mr. Graham laid heavy emphasis 
upon the incidental opportunities of the 
agent to sell insurance for many other 
needs than the tax need when open- 
ing the interview from the inheritance 
tax angle. He also pointed out that 
these tax laws had greatly expanded 
the field of the life insurance agent by 
bringing into the life insurance agent’s 
activity the ultra-rich man and also the 
well-to-do wife, who heretofore were 
not open for life insurance. The fol- 
ae are excerpts from Mr. Graham’s 
talk: 


W vice pres J. GRAHAM, second 


Has Two-Fold Value 


“Properly utilized, the solicitation of 
life insurance for inheritance tax needs 
will serve the intelligent agent in two 
ways: first, in obtaining certain amounts 
of life insurance, written for express 





WILLIAM J. GRAHAM 


needs of inheritance tax insurance, and 
secondly, and more importantly, intro- 
ducing the agent favorably and service- 
ably to that class of insurers who, with 
that definite insurance need in evidence, 
have many other and possibly much 
more.important needs not in immediate 
evidence but which will become evident 
as the agent becomes acquainted with 
the prospect’s affairs. 


Opens Way for Interview 


“The agent who would approach the 
prospect with the simple question of 
‘Have you taken advantage of your in- 
heritance tax exemptions?’ will tact- 
fully open the door for information 
about the prospect’s income and estate 
and with reference to the number and 
relationship of dependents. This comes 
out naturally because the tax laws are 
graded in two ways, first as to. the 
amount of estate and secondly, under 
the State laws, by the degree of kin- 
ship. The intelligent agent who will 
conserve his time by making careful 
lists of the names and addresses of per- 
sons, policyholders and _ non-policy- 
holders, who are affected either in a 
relatively small or large way by the 
Inheritance Tax laws, find that system- 
atic work of carefully covering such a 
list by an additional visit each day can 
be accomplished without disturbing his 
routine and will add much in the way 
of results and important contracts. The 
postage stamp and the telephone will 
also help to introduce the subject but 
not to create business. The latter must 


To bring out the various points upon 
which an interesting interview may be 
started, ten separate sales approaches 
were developed. One typical approach 
was as follows: . 

“Mr. Bassett, suppose you had a debt 
that involved 10 percent of your es. 
tate and that this debt could not be 
paid while you lived, but that it would 
be the first obligation of your estate 
afteryour death. If such condition ex- 
isted, you would deem a practical sug- 
gestion for the payment of that debt 
worthy of consideration, would you 
not? 

“This is exactly the condition that 
arises through the necessity of paying 
inheritance taxes. As you know, these 
tax laws really impose on your pro- 
perty debts which cannot be paid dur- 
ing your lifetime, but are the first things 
that must be paid by your estate. The 
government has agreed that your wife 
won’t have to pay them, no one of your 
heirs will have to pay them, if you will 
borrow the money at 4 percent a year 
to be used when needed. You will 
never have to pay a cent on the prin. 
cipal. Don’t you think it a good idea 
to have the funds provided for paying 
these debts by the same event which 


caused them? 
Quotes Root’s Opinion 


Another approach which Mr. Graham 
considered to be the best, though not 
the newest of all the list, referred to 
the opinion of Mr. Root and was as 
follows: 

“Mr. Keith, suppose that you were 
to retain the services of Elihu Root 
and to pay him a substantial sum as 
one of the leading lawyers of the coun- 
try for his opinion as to the best man- 
ner of handling your estate with the 
least possible loss. You would give his 
opinion careful consideration, would 
you not? I shall read Mr. Root’s opin- 
ion to you. It is very short. 

‘I have come to the distinct conclu- 
sion that by far the best, and indeed 
almost the only practicable way o! 
guarding against the possible ruinous 
loss through a forced sale of securities, 
for the purpose of paying the various 
estate and inheritance taxes which are 
being imposed nowadays, both by the 
national and the states’ governments, is 
by means of life insurance, which, for 
a moderate annual payment, will insure 
the sum necessary to pay such taxes 
without the sacrifice of the securities 
—Elihu Root.” 


Single Premium Approach 


A strikingly convincing approach, 
though an intricate one, was that which 
outlined the suggestion of a_ single 
premium insurance policy for tax pur 
poses. The case was quoted of a mat 
at age 45 who would be approached to 
buy a single premium policy for $200; 
000 thus making available $200,000 for 
holding his estate intact which would 
include a budget for not only the state 
and federal taxes, but for administra- 
tion expense, debits and other items 
which commonly shrink the estate. 
The approach here was “Mr. Browt, 
to hold your estate intact we wil] figure 
that you will need about $200,000 ready 
cash as against these various items. ! 
have now a plan to propose by which 
you can supply this $200,000 at practic: 
ally a 50 percent discount. For a prem: 
ium of $118.726 at your age, we wil! 
issue you a participating $200,000 paid- 
up policy.” It was pointed out that this 
would commonly bring the answe! 
“Yes, but it is no simple matter for me 
to pay so high a premium at this time. 
This naturally leads to consideration 
the fact that, if he would in his life 
time find it difficult to raise $118,000 
for a sound investment, how much more 
difficult would it be for his heirs 
raise $200,000 for imperative necess* 
ties of the estate at a time when tH 
estate was passing into new and les 
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then for amortizing this debt by the 
payment of a small annual premium 
comes in order. 


Warns of Over-Talking 


Mr. Graham’s sales talk was along 
the practical lines of not giving two 
reasons where one was sufficient. He 
warned against his own ten suggestions, 
stating that any one of them was bet- 
ter than several of them from a sales 
standpoint and that his only reason for 
stating the ten was to show the variety 
of ways in which the proposal of in- 
surance for inheritance tax purposes 
could be soundly defended. 

A brief recapitulation of the five chief 
reasons that commend life insurance to 
those having estates was stated as the 
following: 

1. Inheritance tax insurance pro- 
vides the money to pay the tax promptly 
when it comes due. 

2. Inheritance tax 
the estate intact. 

3. Inheritance tax insurance con- 
serves the estate by avoiding losses re- 
sulting from forced sales. 

4. Inheritance tax insurance amor 
tizes the tax, making it payable by 
means of moderate annual payments 
during the lifetime of the testator. 

5. Inheritance tax insurance enables 
executors to pay taxes when due, thus 
avoiding penalties imposed by law for 
delays. An additional advantage ac- 
crues in certain states where rebates 
are granted for prompt payment. 


insurance keeps 


TAX HITS IOWA COMPANIES 
H. S. Nollen Shows How Discrimina- 
tion Against Other States Works 
to Their Disadvantage. 





DES MOINES, IA., Dec. 4.—Do- 
mestic insurance companies of lowa pay 
the fiddler for state legislation which 
imposes an extra half percent tax levy 
on outside companies doing business 
here, in the opinion of Henry S. Nollen, 
president of the Equitable Life of Iowa. 

The Iowa law requires a levy of 2% 
percent from outside companies and 2 
percent from local firms. The result 
of this policy, Mr. Nollen points out, is 
that companies in other states do as 
little business as possible in Iowa and 
lowa companies find themselves con- 
fronted with a reciprocal tax when an 
attempt is made to spread their territory 
over their own state line. 

“While foreign companies contribute 
slightly to the Iowa coffers,” Mr. Nollen 
explains, “the many Iowa concerns do- 
ing business in neighboring states pay 
out a vastly greater amount through 
the reciprocity scheme adopted by states 
which ordinarily charge but 2 percent. 
In other words, where an outside com- 
pany pays the extra half percent to 
our treasury,.two or three or four Iowa 
companies are paying out a half per- 
cent to other state treasuries. That 
doesn’t balance very well.” 

This condition is true not only with 
regard to life insurance companies, but 
affects every kind of insurance, Mr. 
Nollen explains. The original legisla- 
tion for taxation of insurance in Iowa 
was intended only to pay the expenses 
of a state insurance department, which 
might supervise the business as a pro- 
tection, it is pointed out, but at present, 
with the possible exception of the auto- 
Nobile tax, Iowa insurance companies 
*e believed to be the state’s greatest 
“urce of revenue through taxation. 

iscrimination in Iowa against com- 

Pakes in other states should be elimi- 
nmat¥@. Mr. Nollen declares, since in the 
end\he state is actually loser and the 





Mid-Continent Speaker 


ogee ident Edwin Starky of the 
id-Contihnt Life of Oklahoma City, 


ansas City, inspirational 
r, as one of the speak- 
pany’s annual convention 
‘day, Dec. 31. 
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This is one of a series of messages appearing cach week. 
Watch for the one to appear next week. 






Moving Forward 


Standing out prominently in the fabric of 
The Grizzard System outlined against a 
background of willing cooperation, the 
gold thread of comprehensive service to 
all has become a notable characteristic. 







When The Gizzard System was organized 
these principles were only business ideals. 
Today our history shows them to be facts 
of extraordinary importance to business 
success. 















On this conviction we are basing our busi- 
ness methods. The present success of The 
Grizzard System is evidence enough. But 
we are not standing still. We are moving 
forward rapidly. We are taking greater 
strides, and with increased size comes op- 
portunity for an even greater and more 
comprehensive service. The Grizzard 
System has faith in the future of life 
insurance. 














Ask for a free copy of Radio 
Address on ‘‘Life Insur- 
ance,’’ by James A. Grizzard 
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SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
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MICHIGAN, Incorporated Metropolitan Bidg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily News Bidg., CANTON 












GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 

















93) 


f 


() 






























































































pay the premium therefore out of com- 














so far this year. 
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SIMPLIFICATION OF LIFE POLICIES 


Address Made Before Association of Life Presidents Meeting 


in New York 








HAVE the honor of presenting to 
| you Bill Jones. He is a successful 
grocer, and a useful member of our 
small community. His English is of 
the common garden variety. His mind 
works on simple, ordinary things, and 
therefore his sentences are short and 
simple, and his vocabulary is primitive 
but sufficing. He knows nothing of 
textbook English, or law English, or 
actuarial English. He is a type of the 
multitude to whom policies are issued. 
“Here’s one of them policies you tell 
about! I got it two weeks ago—it’s 
some sort of an income contraption 
which’ll pay the missus $50 a month if 
Satan snatches me, and which’ll give 
me $50 a month if I get laid on the 
shelf. When the agent brought it in 
he told me to read the blame thing, and 
he pointed to this here line of big type 
—Read your policy.” Well the other 
day I took a notion I’d like to know 
just what’s what about my payments to 
the company. It’s going to be some 
job to make them, and I wanted to get 
it down pat, so’s I wouldn’t get stuck 
and wake up some fine morning and find 
the company had my money and me 
and the missus had nothing but a bit of 
paper. So I took it home, and that 
night after I had lighted my pipe, I 
started to read the thing, so’s to find 
out all about it—I wanted to be able 
to tell the missus, and she could keep 
it going if anything put me on the 
blink. 
Immediately Confused 


“I got on fairly well with the first few 
lines, and got down to here, where it 
tells that I must pay so much down, 
and ‘a similar sum on the 15th day of 
November in each year thereafter.’ But 
the agent told me some. other thing 
about these payments to the company— 
how as I didn’t need to make them on 
time, and something about what’d hap- 
pen if I went on the shelf, something 
about the company helping me to make 
the payments, and a lot of rosy things 
like that. So I kept on reading, and got 
to the bottom of the page, and couldn’t 
find a blessed thing more about it. And 
I turned over, and on this next page 
struck this thing about grace—giving 
me 31 days more to make the payment. 
What it says on the first page accordin’ 
to that ain't true. I don’t have to make 
the payment on the 15th day of No- 
vember each year. Then I wandered 
on and came to this thing about sur- 
plus, and happened to catch the word 
dividend on the second line. Dividend 
sounded good, so I took a squint at 
that, and made out, more or less, that 
I got a dividend every year, which they 
took off my payments. And so I don’t 
have to pay what they got set down 
here on the front page. 


Many Stumbling Blocks 


. “This sounded good and I kept ago- 
ing, until I found that lovely word 

ns.’ Look at it! four solid inches 
of stuff without a bloomin’ break. I 
bogged in the first three lines, and by 
the time I was half way down I was 
over my head and couldn’t yell for help. 

€ missus hauled me out and mopped 
me up, and I started off again, ‘cause 
.Was bound to see the thing through. 
‘ext I struck these here non-forfeiture 


Povisions —non-participating paid-up 
ance. and non-participating ex- 
“Ned insurance. The Lord only 


Rvs what they mean by ‘non-partici- 


pet FBUesS they -nean that I don’t 
5 yn. Anyhow, I could see there 


mething there but I couldn’t 
ut what. So I skipped the 
table underneath and went on 
ity, and all I hope and pray 
ing of that sort ever happens 
ey'll hang that thing around 
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got a grain or two of common sense. 
Out there in the store I keep all the 
different brands of peaches together, 
and when a customer wants a can 0 
peaches we don’t have to go to half a 
dozen different places to find what they 
want, and the same with our other 
goods. That’s just plain corner grocery 
commonsense—even though I ain’t got 
any education. Why in Jerusalem can’t 
you lawyer fellows put a thing like this 
together in the same way? This is the 
first insurance I ever took. I don’t 
know anything about such things, but 
I never seen a contract as long as this 
before. I got it because I wanted to 
take care of my missus, and the boy, 
and her and I have got to use the thing 
and we can’t use it easily unless we 
understand it, and yet I have to go hik- 
ing over to that agent any time I want 
to find out anything about it. Why 
don’t they put all together these things 
about these payments, so I can see 
what’s what—I don’t know what they 
all are, and like enough as not in trying 
to gather them all together and size 'em 
up I'll miss somethin’ that puts the 
kibosh on the whole thing. If you law- 
yer fellows put on that front page those 
other things, all bunched together, then 
I’d know what’s what.” 


Urges Index at Least 


I pointed out to him that there wasn’t 
room on the front page for all of those 
things. 

“What of it? You could at least put 
a line or so tellin’ that they were in the 
thing, and where I could find them, 





without asking for the suggestions of us 
who do the selling; and who therefore 
best know what is needed in respect to 
form and language to make them more 
easily salable. And I suppose they al- 
ways will. Which is one of the mys- 
teries of home office psychology—noth- 
ing personal, of course.” 

_ “Wisdom will die with the field, Mr. 
Robinson—nothing personal, of course,” 
I genially retorted—“it always has in my 
30 years in life insurance.” 

“Yes, but let me point out to you that 
it has to live in a place before it can 
die in a place. However, you ask me 
what I would do, and I will tell you.” 


Policy Is Best Advertising 


“A policy is the company’s chief piece 
of advertising literature, pointed toward 
by the advertising booklets and similar 
material. The agent uses it in his in- 
terview. And he lays it before the 
prospect, for the purpose of displaying 
its various provisions. In pointing out 
these various provisions he emphasizes 
those which are most likely to create 
desire for possession in the mind of the 
prospect. These features are, the bene- 
ficiary, the sum insured, the disability 
provision, the double indemnity provi- 
sion, and the paid-up and endowment 
options. He dwells on the beneficiary 
—the wife or the children and their 
need of protection. Having learned be- 
forehand something about the prospect 
and his circumstances, he is prepared to 
suggest the amount of the insurance. 
Then he paints the protective power of 
the disability clause if the policyholder 
becomes disabled. From that he goes 
on to the advantages of the double 
payment if death is accidental. And 
then, especially under the life plans, he 
shows how, by the accumulation of 
dividends, future premiums may be cut 
off, and the policy become paid-up in 
the prospect’s productive years. 








fication of life policies, a though 
and policyholders. 








Stewart Anderson is manager of the Bureau of Field Service of the 
Penn Mutual Life and a man whose words are always given deep con- 
sideration as constructive suggestion. In this — before the meeting 
of the Association of Life Insurance Counsel in New York this week, Mr. | 
Anderson has presented strongly to the life counsel the thought of simpli- | 
I t uppermost in the minds of many agents 
He believes the movement is now well under way and 
states that the Penn Mutual is working out a new simplified form. His 
speech was presented in unique style, being a conversation with a thoughtful 
agent and an observant policyholder. 
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couldn’t you?” And I had to admit that 
we could. 

“I'd like to get at those fellows for 
just about five minutes,” said Bill. “All 
right,” said I, “come along—they’d be 


glad to hear you.” “Well, I can’t— 


you tell ’em.” “I will,” said I. And 
I have. ry ; P 
This entertaining, and _ interesting, 


and instructive interview with Bill Jones 
caused me to miss my train. For- 
tunately so, because I found a seat on 
the next train beside a fellow-commuter 
by the name of Robinson. Robinson is 
a life insurance agent, well educated, 
successful, and of that experienced and 
thoughtful type from whom a sugges- 
tion or a criticism is always welcomed 
by an agency department. He thinks 
before he speaks, and he doesn’t think 
until he has something to think about. 
Coming fresh from Bill Jones and his 
breezy tirade, I thought I would like to 
obtain Mr. Robinson’s views concerning 
policy contracts. 


Asks Agent’s View 


So I said, “Mr. Robinson, if you were 
designing a policy contract, would you 
make any changes in our present ad- 
mirable forms?” “I certainly would,” 
he answered. “If the home office men 
who put together these contracts were 
to live and work with us in the field for 
just one week, I believe they would 
learn two things that apparently none 
of them have yet discovered. And then 
if they went back home and made use 
of their new knowledge, it wouldn’t be 
long before we would have policy con- 
tracts better adapted to the salesman’s 
use and more intelligible to the policy- 
holder. But that is too much to hope. 
Home offices design the contracts, 





“These are the high spots of the pol- 
icy. And these are the emphasized 
things in the booklets which are issued 
by the home office. I admit that now- 
adays home offices have skilled writers 
of advertising material, and that there 
has been a long advance in the sales- 
manship quality of life insurnace adver- 
tising material in the last few years. 
But when it comes to the policy con- 
tract, there has been no such advance. 
The first page is a long chapter begin- 
ning with the formal words, ‘In consid- 
eration of. And then we have the 
names of the policyholder and the bene- 
ficiary, the sum insured, the amount of 
premium and time of its payment, and 
these are usually the only data on the 
front page. What's the result? When 
we lay our contract on the prospect’s 
desk we are obliged to turn over to the 
second page, and to the third page, and 
perhaps to the fourth page, to find the 
things which we use to create desire 
and lead to action. 

“Now, the policy being a piece of ad- 
vertising literature, as well as a con- 
tract, one of the first principles of ad- 
vertising would cause the massing of 
the chief selling points on that front 
page, in type large enough and with 
captions brief enough to leap from the 
page into the eye and the mind of the 
prospect, thus visionally reinforcing the 
oral part of our appeal. You know that 
the more senses we can make use of in 
attempting to sell the greater is the 
probability of success. Such a massing 
of the high spots of the contract on 
the front page would give us the very 
great help of the eye in our selling, and 
consequently would result in easier sell- 
ing and in a greater number of sales. 
That is not theory, but is the actual 





sell- 


experience of expert advertising in 
i That 


ing many other kinds of things. 
is the first thing I would do. 


Would Co-Relate All Clauses 


“The next thing I would do would 
be either to bring related things to- 
gether in the same place in the con- 
tract, or, if space limitations prevented, 
I would so cross-reference them that 
the policyholder could not fail to notice 
that such things were contained in the 
contract, and where they could be 
found. The naked statement of the sum 
insured, and the naked statement of 
the amount and date of premium pay- 
ment, on the first page, are shining 
examples of how not to describe these 
two things. These statements, appar- 
ently entireties, are modified by’ many 
other provisions in the contract, and 
usually without any first-page indica- 
tion that these modifications exist. 

Would Eliminate Technical Words 


“The third thing I would do would 
be to drain the contract of every tech- 
nical syllable except such as statutes 
may compel us to use, and in their 
place I would use simple, everyday Eng- 
lish—not simple actuarial English, or 
simple law English, but the simple 
English of the everyday man on the 
street. And to give this the maximum 
effectiveness I would have the sen- 
tences short, instead of being a yard 
long, as they now are, and long para- 
graphs I would break up into para- 
graps of two or three lines, and I would 
precede the wording of the shorter 
paragraphs with two or three indicative 
words printed in bold-faced type telling 
what is in the paragraph. 

“Take for example the loan clause. 
I would break that up into four or five 
two or three line paragraphs, the first 
one with a bold-faced indicator read- 
ing perhaps, ‘When loan will be 
granted;’ the next, ‘How much will be 
loaned;’ third, ‘Security for the loan;’ 
fourth, ‘Rate of interest;’ and, fifth, a 
recital of what will happen when past 
due interest, together with the loan equals 
or exceeds the cash value. These are the 
things that the policyholder needs to 
know, and which instantly he could 
pick out if they were displayed in this 
manner, but which it is only with the 
utmost difficulty that a man of ordinary 
or even more than ordinary intelligence 
can find out for himself as our con- 
tracts are at present worded. I have in 
mind one company that has much sim- 
plified its loan clause, but the clauses 
in the contracts of most of the others 
are a morass of words. 

Suggestions Summed Up 


“This, then, is what I would do: 
Display the chief selling points on the 
front page in type that talks; group or 
connect things that are related; use 
simple English and short sentences; and 
break up long paragraphs into very 
short paragraphs, and give bold-faced 
indicators to these short paragraphs. If 
this were done the agent would have a 
piece of advertising literature that would 
delight him by its helpfulness in making 
sales, resulting in easier sales and a larger 
number of sales and the average policy- 
holder would have a self-interpreting in- 
strument when he needed to avail himself 
are contained in a modern life insur- 
ance contract.” 

In relating these two incidents—act- 
ual occurrences, the like of which are 
happening every day in all parts of the 
country, and have been for years—I am 
not to ourselves of the law and to our 
actuarial brethren, imputing the slight- 
est dessert of reproach, for we are in- 
heritors, not creators. Every good 
thing must have a beginning, and old 
things are slow to give way. Life in- 
surance contracts are indeed splendid 
instruments, and in their production the 
law departments of the companies have 
collaborated with the actuarial depart- 
ments, and between us we have evolved 
policies which effectively safeguard the 
companies themselves and the policy- 
holders and their beneficiaries. How- 
ever, the modern life insurance contract 
—so agency men say—has the appear- 
ance of having been drawn by counsel 
of a corporation to be interpreted, not 
hv the policyholder, but by his counsel. 
Yet this appearance, if it exists, is not 
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General Agents Wanted in 


Indiana 


We Offer We Want 


Dependable Dividends 
Free Health Service 
Agents Training School 


Age Thirty or Older 
Now Well Insured 
Anxious to Learn 


A Business of Your Own 1. A Man of Character 
With Permanent Income 2. Preferably Married 
Financial Assistance 3. Pleasing Personality 
Home Office Service 4. Persistant and Ambitious 
No Claims Contested 5. With Selling Experience 

6. 

7. 

8. 


The Midland 
Mutual Life 
Insurance Co. 


‘*Its Performances Exceed 


Its Promises’’ 


Columbus, Ohio 





Over $58,000,000.00 In Force 
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PHILIP N. THEVENET 
Vice-President and Seeretary 





$73,000,000 


Admitted Assets 


$7,500,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageeus agency contracts open to men of 
ability and integrity. Previeus insurance experi- 
ence not essential. 


CLARENCE E. LINZ 
Vice-President and Treasurer in Charge of Agents 


DALLAS, TEXAS 


» Southland Life 


Insurance Co. 


HARRY L. SEAY, President 


Insurance In Force 


PAUL V. MONTGOMERY 
Vice-President and Actuary 
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a cause for reproach, for it grows out 
of the process of policy-building in use 
time out of mind among the companies. 


Lawyers Can Aid 


Why have I here solicited your atten- 
tion to this subject? For two reasons. 
The first is that members of the law 
departments have a hand in the crea- 
tion and revision of policy contracts. 
The second is that agency departments 
of many of the companies have for a 
long time had their eyes fixed on such 
a reformation of policy contracts as 
shall eliminate the criticism of the Bill 
Jones’s and the Agent Robinsons. The 
modern life insurance contract has 
grown into a formidable and complex 
instrument—formidable because of the 
number of new provisions which it con- 
tains, and which use up all of its avail- 


interrelation of the old and the new 
provisions. Further, life insurance 
salesmanship has participated in the 
notable development in the art of sales- 
manship which is manifested in all 
other lines of business, and consequently 
our agency departments, keeping 
abreast of the times, are keenly con- 
cerned in everything that is advantage- 
ous to their salesmen when they face 
the prospect. Moreover, executives are 
sensing the wisdom of the collaboration 
of the agency departments with the 
actuarial and the law departments in 
creating contracts which are to be sold 
by agents by modern methods. 


Reformation Has Begun 


The result of it all is that the refor- 
mation of policy contracts has begun, 
and when it has become general our 
great business will have taken a longer 
step forward, in respect to policy con- 
tracts, than it has taken in any, or all, 
of the years since the income contract 
was devised. You, gentlemen of the 
law, because of your connection with 
policy work, and some of you because 
you are executives as well as counsel, 
are in a position to speed this reforma- 
tional work, and thereby to give still 
greater power of service to the mighty 
institution of life insurance, to which 
all of us are devoted, and to which is 
our supreme fealty. The company that 
first produces and markets a contract 
such as I have described will give to its 
field men a most profitable advantage, 
and will for itself win the increased 
prestige which comes from leadership. 
Nevertheless, the benefits of this refor- 
mation belong to the entire insuring 
public, and are too valuable to be mon- 
opolized in their distribution by a single 
company. Hence I am glad to be able 
to tell you that the Penn Mutual—will- 
ingly renouncing any primary and sole 
advantage—has projected such a revi- 
sion of its contracts as I have outlined, 
and the work is about to begin. 


Plan Big Omaha Meeting 


The insurance division of the Omaha 
Chamber of Commerce is making plans 
for a dinner and evening meeting of the 
division during the week of Dec. 17. It 
is planned to invite the various cham- 
bers of commerce throughout the state, 
and to send representatives to this meet- 
ing. A good sized delegation from the 
Lincoln insurance division is expected 
to be present. Walter W. Head, presi- 
dent of the American Bankers Associa- 
tion, will be one of the speakers, and if 
the date does not interfere, it is expected 
to have Carl Gray, president of the 
Union Pacific. 


Centers Effort on West 


The Great Western of Des Moines, 
which recently added a fife department, 
will on that account confine its efforts 
for a time a little more closely to the 
west and middle west while building up 
this new department. Not wishing to 
build up a life business in New York 
state, it will, like most western life com- 
panies, not do business in that state. 

The life business of the company, al- 
though only just getting under way, is 
surpassing all expectations, while the 
accident business for 1923 is the largest 




















able space, and complex because of the’ 


BANKERS COOPERATING 
WITH LIFE COMPANIES 


Kansas City Men Well Disposed 
Toward Insurance from Sev- 
eral Standpoints 


CREDIT VALUE STRESSED 


Use Life Policies to Protect Note 
Extensions—Life Insurance Trust 
Plan Meeting With Favor 


KANSAS CITY, MO., Dec. 4.— 
What is the attitude of Kansas City 
banks toward life insurance from a 
credit standpoint? A representative of 
Tue NATIONAL UNDERWRITER went the 
rounds of a number of prominent banks 
to find out, and the following is the re- 
sult of his investigations: 


In the first place, there is a most 
friendly attitude toward life insurance 


by practically all of the banks. The 
feeling that once existed in the minds 
of some that the money which is paid 
for life insurance was just so much 
mcney sent out of the community and 
which the banks would handle if it was 
rot so sent out, has practically all dis- 
appeared. The bankers know that 
in many cases the money would not be 
deposited in the bank, but would be dis- 
sipated, and that neither the insurance 
company nor the bank would get any 
benefit from it. On the other hand, the 
bankers are finding that after the death 
of the insured the money comes back 
into the community, is deposited in the 
bank, and often. becomes a trust funda 
which remains in the bank for years. 
This selfish interest and the knowledge 
that life insurance is a most effective 
means of promoting thrift among the 
bank’s customers are sufficient reasons 
for the friendly attitude of the banks. 


Life Insurance and Credit 


The past few years especially the 
banks have been turning their attention 
to the use of life insurance in its relation 
to credit. It is now almost an universal 
custom for the banks to place in the 
blank form which is to be filled by the 
applicant for credit a question about life 
insurance. If the return shows that the 
applicant for credit has a fair amount of 
old line life insurance, it is taken as a 
favorable item in his application. If 
there is no adequate amount of insur- 
ance shown, the banker usually asks 


y. 

When the loan is made against a home 
or a farm, and the insurance is not ade- 
quate, the usual course is for the banker 
to suggest that the insurance be in- 
creased. In some cases he insists, in 
the interest of the family. This is done 
not because the bank has insufficient 
security in the property, but because it 
is not a good advertisement for a ban 
to foreclose a mortgage which dispos- 
sesses a widow and orphans of their 
heme. 


Covering Note Extensions 


The strenuous times following the 


war brought out a new use for life in 
surance which is still in full force in th’ 
territory. 
the bank and when the time came° 
pay was unable to meet its obligati®>- 
Then the question of an extension qth¢ 
note came up. The banker, lookina™to 
the finances of the firm, conclude tat 
if the man who was at the head/f the 
business continued in. that capae¥ the 
business would be saved, and /€ note 
paid. But if he should die, tj}? there 
would be a question as to w 
bank would ever gets its ey. In 
such a case, the bank requi F 
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chief man, and assign it to the bank, as 
its interest might appear. 

| Adams, of the Metropolitan 
Life, one morning recently had on his 
desk for delivery one $30,000 policy, one 
20,000 policy, three $10,000 policies and 
an application for a $25,000 policy. They 
were all written for the express pur- 
pose of securing extensions of loans at 
the banks. This practice is being con- 
tinued today in cases where the occa- 
sion demands it. 

The development of the life insurance 
trust plan is also being pushed here. 

The First National Bank is one of the 
leading institutions of the city which 
has put this plan into operation. Vice- 
president H. T, Abernathy says that it 
is working very satisfactorily to the 
bank, and is meeting approval from the 
customers. In introducing the plan to 
the bank’s clientele, a card reading as 
follows is used: 

“Life insurance is usually paid in a 
lump sum to the beneficiary without 
regard to the necessities of the parties 
concerned. In most instances it is soon 
dissipated through unwise investments 
or in extravagant living. 

“This misfortune may be avoided and 
the payments made in installments or 
used as the necessities of the case may 
require. 

“Ask our trust officer regarding our 
plans for life insurance trusts. For the 
sake of those you love, look into this 
at once. 
oe National Bank, Kansas City, 
Mo. 

President W. S. McLucas of the Com- 
merce Trust Company states that he 
is personally much in favor of life in- 
surance, not only as a means of pro- 
tection and savings, but as it is used in 
business as a stabilizer of business and 
as a means of establishing credit. His 
institution is just developing the life 
insurance trust idea. The bank itself 
has done much educational work on 
behalf of life insurance, and in that con- 
nection has put out a very attractive 
booklet, under the caption, “Why This 
Bank Recommends Life Insurance.” 


C. H. ANDERSON IN NEW POST 
Manager of Agencies of the American 
National Becomes Supervisor in 
Five Important States. 





C. Hubert Anderson, manager of 
agencies of the ordinary department of 
the American National of Galveston, 
has resigned that office effective Dec. 
31, to accent the position of supervisor 
of agents in the ordinary department in 
charge of organization work in Mich- 
igan, Illinois, Kentucky, Missouri and 
Kansas. 


Hartford Y. M. C. A. School 


E. C. Sparver of the Connecticut Mu- 
tual Life, agency department, is an- 
nounced as the instructor in charge of 
the salesmanship course to be conducted 
by the Hillyer institute of the Hartford 
Y. M. C. A. beginning this year. 

Mr. Sparver has had a wide experi- 
ence including actual selling, supervising 
of salesmen and training of salesmen. 
The practical application of principles 
which Mr. Sparver will teach at the 
Hillyer institute has doubled and tre- 
bled the amount of business done in 
sections of the country where he has 
been located, thereby proving their prac- 
tical worth. Mr. Sparver also is a direc- 
tor of the Insurance [Institute of 
Hartford. ‘“ 


Has Record Month 


Da e American Life Reinsurance of 
~ai\s, Tex., reports the largest month 
beis history in November, total receipts 
the above $2,600,000, compared with 
~~ po previous November of $1,709,- 
me an\ the best previous month in the 
dent ae history of $2,444,000. Presi- 
wy Bigger reports that Decem- 
cael aS Yotten under way with an 

cellent Sart and promises to break all 
age cember records and pos- 
SIDly pass November record. 





The Most Important Trusteeship 
in the World 


2 


HEN the will of the late President Harding was admitted to poe the 


executors named were required to give bond in the sum of 


750,000. 


These men were personal friends of the deceased President and un- 


doubtedly men of character and substance. 


Why then this heavy bond? Because 


the law treats estates as peculiarly sacred and hedges their administration about 


with many safeguards. 








Bonds for executors and rigid laws for 
their guidance are designed to protect the 
family. 

The family is the oldest institution in the world. 
It was the first form of government. It is the unit 
of civilization. The love of husband and wife, the 
love of parents and children, the love of brothers and 
sisters, all have their roots in the family life. 


The head of the family is the trustee to 
whom, in the order of nature, is commit- 
ted its prosperity and happiness. 

The head of the family therefore 
holds the most important trustee- 
ship in the world. 

How can that trustee guarantee that he will faith- 


fully discharge his obligation? His personal bond, the 
bond that every man gives to his wife and 


dependents, goes far, but not far enough, fin iA 
/ 





because, however noble his intentions and | 
however deep his affections, death may in- ICA 

tervene at any moment, and the capital of #4 

that family, his productive power, will im- = 
mediately be destroyed. ice PAN 

















He needs a Bond, 


“‘A voucher stronger than ever law could 
make,’’ stronger than his personal fidelity can 
furnish. 


There are such bonds—easily obtainable. The 
law doesn’t compel him to buy one. 
law should. Perhaps.the law will some day. 


Perhaps the 


If he is reasonably sound in mind and body 
he can purchase a life insurance 
policy in a responsible company. 


Then he is bonded. Then his guarantee is com- 
plete. That is one of the processes by which 
President Harding created his estate. 


A life insurance policy in the New York 
Life not only creates an estate but 
provides, if the buyer so desires, for 
its administration. The New York Life 
under its charter has power “‘to make and exe- 
cute trusts,” and it will retain the pr 

of its policies under a trust agreement and 
distribute them as directed by the insure . 





Any agent of the New York Life will tell you how you can guarantee your 


trusteeship, 


how you can create an estate an 


how you can have it ad- 


ministered without personal or surety bonds and without cost to your family. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 











SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


INSURANCE IN FORCE, JUNE 30, 1923 
ADMITTED ASSETS . , ° 


SURPLUS PROTECTION TO POLICYHOLDERS~.. 
PAID TO POLICYHOLDERS SINCE ORGANIZATION 


THE ROOKERY, CHICAGO 


$45,500,000 
5,137,208 
422,185 
4,065,756 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 











Address: 
S. W. Goss, Vice-President. 

National Produce Some executives in need of salaried 
Underwriter W ant Ads Results cm peyee G8 an qapenre Sepa 
One inch, One Column wide one the $3.75 7. : bring applications 

Write, Wire or Phone to to them. inch, one column wide, 

The National Underwriter, 1362 Ins. Exch. one time $3.75. 
Phoae Wabash 2704 CHICAGO 

















12 


THE NATIONAL UNDERWRITER 


December 6, 














' MUTUAL LIFE 
Lhe GLOB INSURANCE COMPANY 
OF CHICAGO, ILL. 


Results for 1921 
Gain in interest income over last five years 1 


Sake So Seasane quer Sst ee yearn 590 
Gain in admitted assets ever last five years 503 
Gain in insurance in force over last five years 250 
Average Gain ever last five years 661% 


The above figures are the results of the highest grade of service te 
. pelicyholders and tati: The latest is 


CLAIMS PAID BY TELEGRAPH 
It Is the Last Werd in 


SERVICE 


T. E. BARRY, President, General Manager and Founder 
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@ wIsconsIN has the best and most 
rousing song of any of the States. The 
surge and swing of “On Wisconsin” has 
the pulling force of the “Marsailles”’. 

“Let me write-the Songs of a Country—” 


said the philosopher, “and I care not who 
writes the laws”’ 


There are fifty-two weeks in each life 


insurance year in Wisconsin—No dull 
seasons. 


Nati onalwe 
(y coal ance ian jif 


Home Office, Madison, Wis. 








SELLING APPEAL 


TO THE HUSBAND | 








surance was given last week in the 

“Chicago Tribune” in a_ well 
known column conducted by Doris 
Blake under the heading “How to be 
Happy Though Married.” This strong 
selling item for),life insurance was 
doubtless read by many of the Chicago 
Tribune’s 500,000 subscribers. It is un- 
usual to find an endorsement for life 
insurance in any daily newspaper and 
especially one so strongly presented as 
this which reads as follows: 


A N unusual endorsement of life in- 


Not a Virtue, but a Duty 


“The case of a young widow, left with 
four children—the eldest 13 years of 
age, the youngest 6 weeks—and not one 
cent of insurance, and less than $500 
in the bank, was called to my attention 
recently in the hope that I might urge 
husbands to remember insurance is not 
a virtue, but a duty. 

“Between the live and _ persistent 
young insurance agents and a supposed 
general recognition of an insurance pol- 
icy as the complement of the wedding 
ring, I did not realize there were men 
who failed to see the duty involved. 

“A number of cases of such negli- 
gence have been called to my attention 
as the result of that first story’s being 
broadcasted in a particular group. 

“One instance was related of a man 
taking out a $50,000 policy in favor of 
his business and $5,000 in favor of 
his wife. Another of a man who for 
ten years had been talking about tak- 
ing out a $25,000 policy; until he could 
afford which he would take cut none at 


all. 
Insurante Not a Luxury 


“Insurance does not belong in the lux- 
ury class. It should be faced as one of 
the stern, inevitable necessities of life, 
like rent, food, and taxes. 

“As the snappy young salesman 
would say: ‘The policy tells of love not 
ended with life, of love that spreads 
over her the wings of guardianship even 
beyond the grave.’ 

“No amount of money spent on lux- 











+ 


uries for wife and children while he is 








ASSETS The [nternational Life and Trust now wants a repre- INSURANCE IN FORCE 
1916... .$125,222.00 sentative in your district. It is an old line legal reserve 1916... $ 203,000.00 
1917 129,523.00 re ag ned ured = record to be proud of. To represent 1917 704,500.00 

ar me this dependable company is to represent a pillar of “a ani 
1918 .... 155,613.00 safety in the life insurance business. You are assured 1918 .. 1,382,500.00 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920.. 4,513,000.00 
1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921... 5,019,000.00 
1922 .... 984,858.00 | surance business. 1922... 9,148,126.00 
MOLINE, ILLINOIS 
J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary and Medical Director 





alive quite excuses a man from making 
this one provision in the event of his 
sudden demise. The amount of the pol- 
icy should be as large as he can afford, 
with due recognition of his resources 
and other responsibilities. 

“Mere intentions to insure some day 
mean nothing to a woman with four 
children, one of them an infant, and 
who, by reason of her practical appli- 
cation to the vocation of wife and 
motherhood, is for the time being put 
out of running for a wage earning job 


commensurate with the needs of the 
family. i 
“As William Jordan says: ‘It is not 


the seed we meant to sow in life but 
the seed we have sown that brings the 
harvest.’ 

“Grocers, butchers, and other trades- 
men will not accept the intentions of 
the deceased as collateral when dealing 
with his heirs. 


Wives Need This 


“Some wives are afflicted with a deli- 
cacy not befitting their rights and the 
rights of children who may be left un- 
provided for at a helpless age. They 
do not broach the subject of insurance 
for fear it may be interpreted as a mer- 
cenary motive or some other wildly im- 
probable thing. Their simplest expres- 
sion, or—if necessary—pursuit of the 
subject, might stir the thoughtless hus- 
band to action. 

“Beside the protection it provides in 
the event of death, insurance has the 
added attraction for young married 
couples of implanting the elements of 
thrift. The regular date at which prem- 
iums must be paid acts as a wonderful 
revelation in the matter of money sav- 
ing. Perhaps for nothing else would 
they have been able to save the full 
amount of a year’s premium.” 


Omaha Agents in Conference 


The regular annual convention of the 
agents of the Omaha branch office of 
New York Life was held on Monday. 
C. H. Langmuir, who was expected to 
have been present from the home office, 
was prevented by sudden illness and 
necessity of an operation, from being 
present, and Robert .A. Whitney, o! 
Chicago, inspector of agents for the 
central department of the New York 
Life, too his place in inspirational and 
educational talks with the 50 agents 
present. Previous to this meeting 4 
special drive was put on for 60 days 
which produced $1,050,000 of new bust- 
ness from the territory of the Omaha 
branch, which includes Nebraska, ex- 
cept the northeast corner, and six coun- 
ties in Iowa. The Omaha branch office 
expects to report something over $5, 
000,000 paid for business for 1923 as a 
result of the efforts of Manager O. H. 
Menold and his agency force. 


United Fidelity Convention 


United Fidelity Life agents from all 
parts of Texas were in Dallas, Tex. 
c. 1 for a convention with officials 
and directors of the company. A pro- 











gram of entertainment included 4 
luncheon, theatre party and a banquet. 








Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity 


Reducing Premiums 
SEE THE NEW LOW RATES 





BUILD YOUR OWN BUSINESS ZS 


Disability Benefits 


66 BROADWAY 





INSURANCE CO. 


ORGANIZED 1850 


A 







NEWYORK 








1923 
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HOLDS UNTIL MARCH 1 





WRIT IS RETURNABLE THEN 





Injunction Against Missouri Official 
Virtually Permanent as Regards 
Licenses for 1924 


ST. LOUIS, MO., Dec. 4.—The man- 
datory injunction issued by Circuit 
Judge David Harris against Superin- 
tendent Hyde last week, while tempor- 
ary in construction, being made return- 
able on March 1, amounts practically 
to a permanent restraining order, in so 
far as the licenses in question are to be 
renewed by that date, and should Super- 
intendent Hyde fail to do so he must 
then show the court good cause for not 
doing so or again face a citation for 
contempt. 

The fact that the court has ordered 
Hyde to recall the letters he sent out 
to the companies and their agents in 
Missouri was the big point at issue. 
Touching on that point Judge Harris 
held: First, that Superintendent Hyde 
had assumed an authority that he did 
not possess under the laws of Missouri; 
second, that the broadcasting of the 
letters to the sub-agents of the com- 
panies throughout the state had worked 
much damage and injury to the busi- 
ness of the companies and their agents 
and that this must be rectified so far 
as possible. 

Hold Club Over Hyde 


He made the temporary writ return- 
able on March 1 probably to be held as 
club over Superintendent Hyde so that 
he will not attempt to again jeopardize 
the interests of the companies in ques- 
tion at that time by refusing to renew 
their licenses. 

Judge Harris’ comments on the dam- 
age already done to the companies and 
their agents clearly indicated that he 
holds the view the companies might 
have recourse again Superintendent 
Hyde on his bond, although he did not 
directly touch on that point. 

He also took Superintendent Hyde to 
task for charging the Massachusetts life 
insurance companies with failing to 
comply with the Missouri statutes gov- 
erning life insurance investments while 
granting them licenses year after year 
up to this time. The court said in this 
connection that if Superintendent Hyde 
was permitting them to do so, he him- 
self was violating the laws of Missouri, 
and “if the Massachusetts companies 
were not complying with our statutes 
they should be expelled.” 





Illinois Life Sales Increase 


_ The Illinois Life reports an excellent 
increase in business for November, the 
new business written up to Nov. 27 be- 
ing in excess of the total written in 
November, 1922, and but slightly short 
of the total in the peak month of No- 
vember, 1920. Up to Nov. 27 the com- 
pany had received 723 applications for 
a total of $2,171,000, compared with 591 
applications for $1,871,500 during the 
Same period of last year, an increase of 
$299,500. 


Torrey Made Assistant Secretary 


Morris W. Torrey has been appointed 
assistant secretary of the Metropolitan 
Life. Mr. Torrey has been connected 
with the Metropolitan in its reinsurance 
department for several years and was 
‘ermerly secretary and actuary of the 
Manhattan Life. 


Reker Made Assistant Secretary 


Hany R. Ricker has been appointed 
assistatt secretary of the Northwestern 
Mutual Life. Mr. Ricker has been with 
the Norhwestern Mutual since 1899. 
He 1S 42 tears of age and is a native of 
Milwaukee the home office city of the 
Northwesten, . 











AMERICAN 
CENTRAL 
LIFE 





Insurance Co. 


INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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A Bigger Opportunity 


HERE is a decided advantage in an 

agency representation of the Inter- 
Southern Life. Not only are you equipped 
with good policy contracts and liberal com- 
missions, but in addition you represent a 
Clean, Strong and Progressive company. This 
means much to the man in the field. 


That type of home office relationship gives 
you the assurance that everyone of your 


Inter-Southern Life 
JAMES R. DUFFIN, President 


policyholders will receive eminently fair 
treatment. 


Just now, we have several very good general 
agency opportunities in Illinois. We would 
like to hear from several men in that state 
who are prepared to put in their best efforts 
in establishing themselves as worthwhile 
life insurance men. 


Insurance Company 
LOUISVILLE, KENTUCKY 
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THE RELIANCE LIFENS 


OF PUR 
Has Just Issued A Complete Mte | 


New Rates New Divids 
INCLUDING THE MODERN AT A 


Making the “PERFECT PROTECTIOHICY 

















HORICE 
Farmers Bank Bi P 
BRAMICE 
BIRMINGHAM, ALABAMA PHILADELPHIA, PA. FRA 
629-32 First National Bank Building 806 Finance Building Flatire 
N. S. Tomlinson, Supervisor P. B. Weaver, Supervisor F. Sleey 
ATLANTA, GEORGIA MINNEAPOLIS, MINN 
613 Atlanta Trust Co. Building 542 Metropolitan Bank Bi 
J. A. Darby, Supervisor R. E. Irish, Supervisor 
DENVER, COLORADO | OMAHA, NEBRASKA 
746 Gas & Electric Building 724 Brandeis Theatre Building Rialto 
F. C. Wigginton, Agency Organizer V. M. Shewbert, Supervisor . Kling 
DETROIT, MICHIGAN PORTLAND, OREGON 
1214 Majestic Building 208 Morgan Building Swetla 
John Bullard, Supervisor J. C. Ellis, Supervisor J. Adar 
BALTIMORE, MARYLAND : ST. LOUIS, MISSOURI 
153 Equitable Building 1103 Federal Reserve Ban 
H. P. Savage, Supervisor T. J. Bacot, Supervisor 
DALLAS, TEXAS MEMPHIS, TENN. HMO 
813 Praetorian Building 1601 Central Bank Building Mutuz 
W. L. Baldwin, Supervisor F. C. Aydelott, Supervisor A. Hilli 
TAMPA, FLORIDA SAN ANTONIO, TEXAS 
312 Citrus Exchange Building 514 Gunter Building -29 Co 
S. L. Lowry, General Agent F. W. Maule, Manager - Rose 
NORFOLK, VIRGINIA ARTIN 
36 Virginia National Bank Building blic Sqn 
H. P. Savage, Supervisor J. Trar 


W. L. WILHOITE, SUPERINTENDENT OF AGENCIES EASTERN DIVISION 
1601 Central Bank Building, Memphis, Tenn. 
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————. 
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ENSURANCE COMPANY 


PURGH 
e Mte Book To Its Agency Force 


vids New Disability Clause 
V AT AND HEALTH ADDITIONS 


IOLICY” the Most Salable Policy Known 





- BY, Pittsburgh, Pa. 
PAMFICES 
FRANCISCO, CAL. JACKSONVILLE, FLORIDA 
Flatiron Building 416 Atlantic National Bank Building 
F. Sleeper, Supervisor N. S. Tomiinson, Supervisor 
[INN CHICAGO, ILLINOIS INDIANAPOLIS, INDIANA 
nk B 505 Harris Trust Building 402 Fidelity Trust Building 
or C. M. Heublein, Supervisor L. S. Shafer, Supervisor 
NSAS CITY, MO. LOUISVILLE, KENTUCKY 
Rialto Building 1015-16 Inter-Southern Building 
. Klingler, Supervisor I. F. Campbell, Supervisor 
VELAND, OHIO OKLAHOMA CITY, OKLA. 
Swetland Building 916-17 Colcord Building 
J. Adams, Supervisor C. E. White, Supervisor 
URI CHARLOTTE, N. C. LOS ANGELES, CAL. 
> Bar 311-13 Realty Building 210 California Building 
or T. B. E. Spencer, Supervisor J. S. Burns, Supervisor 
HMOND, VIRGINIA HUNTINGTON, W. VA. 
Mutual Building Reliance Life Building 
\. Hilliard, Supervisor H. H. Hutton, Supervisor 
YUSTON, TEXAS JACKSON, MISS. 
-29 Commercial Bank Building 117 E. Capitol Street 
- Rose, Manager C. H. Thompson, General Agent 


ARTINSBURG, W. VA. 
blic Square 
J. Trammell, General Agent 


ANGUS ALLMOND, SUPERINTENDENT OF AGENCIES WESTERN DIVISION 
746 Gas & Electric Building, Denver, Colorado 
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+ TY Sm pate National 
Beet) Life Insurance Com- 
‘S77 pany has special in- 
=f ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National Anderwriters Co. 


GENERAL AGENTS 


202 So. State St. Chicago, Ill. 




















PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 

















EXPLAIN METHODS OF 
REDUCING LAPSATION 


Metropolitan’s Remarkable Record 
in First 10 Months 
Is Cited 


IS KEYNOTE OF BUSINESS 


Company Has Built Agency System on 
Basis of Working Towards Per- 
sistency 


NEW YORK, Dec. 4.—The remark 
made at the recent meeting of the life 
Agency Officers Association by Harry 
J. Miller, vice president of the Metro- 
politan Life, that his company has suc- 
ceeded in cutting its lapse record by 
600,000 policies during the first ten 
months of 1923 as compared with a 
similar period in 1922, draws attention 
to the methods of reducing larsation 
used by that company. 

Persistency Is Keynote 


The agency force of the Metropoli- 
tan Life is organized from top to bot- 
tom for persistency. This is more or 
less a keynote of the entire program in 
the industrial business. The work has 
been marked by special attention to 
the reduction of agency turnover, which 
has been agreed upon as the principal 
cause of lapsation. A factor in drawing 
the attention of the. superintendent or 
manager to avoidirfg’lapse is the clause 
in his contract which provides for a 
bonus based on the persistency of the 
business under his supervision. 

Three of the principal factors in lapse 
prevention are: First, selling the busi- 
ness correctly; second, maintaining it in 
force through service to the policy- 
holder; and third, methods of collecting 
the renewal premium. 


Agency Turnover a Factor 


The Metropolitan also believes a fac- 
tor in lapsation is agency turnover. 
When a new agent takes hold of a debit 
some business lapses. The new agent 
is not in touch with it like the man who 
has left. The resignation of an agent 
means the loss of a personal producer 
and the loss of a percentage of the busi- 
ness secured. 

The debit system of weekly payment 
life insurance is an old _ institution. 
There have been very few actual 
changes in this system since it origin- 
ated. It came over to the United States 
from England a good many years ago 
and practically every weekly payment 
industrial company that has attempted 
radical changes has soon learned that 
the original system was the best. 

Under this system the agent on the 
debit must make an increase if he is 
going to retain his position. His ability 
to make money depends on his ability 
to increase his debit. 


Renewals Made Worth While 


It is just as important to him to 
maintain old business in force as it is 








The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
Permanent success can only be attained 
The companies that stay are the companies that pay 


agent can think favorably of that institution. 
through a permanent connection. 
the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE 


Dragoo, Secre H H, Orr, G al 
INDIANA. 


John W. 


J.H. Leffler, Acting President 
MUN! . 


co. 

















to write new applications and it jis 
therefore plain to him that it is worth 
while to spend time keeping busines; 
in force. The compensation of the as- 
sistant manager is also based on in. 
crease, and as the manager in the Met. 
ropolitan system, is held responsible for 
the entire agency, his income is largely 
dependent upon the persistency of the 
business. 

In view of these conditions the 
agency officials of the Metropolitan Life 
have asked themselves, “What does 
cause lapsation of industrial business?’ 
An investigation proved to them that 
the biggest cause of lapse was the 
agency turnover, the breaking in of 
new men on the debit. 

For this reason the company has 
adopted the plan of studying each agent 
and emphasizing to each manager that 
it is up to him to keep every man on the 





job. When an agency is thought of, 
the home office official does not picture 
in his mind a private office with a 
cashier’s window outside and a manager 
sitting at his desk considering the prob. 
lems before him, but instead he has in 
mind each of the men in the agency. 
Just because the agency is making a 
satisfactory increase does not mean that 
it will not receive attention from the 
home office. If seven out of ten men 
are making such good increases that 
an agency is making fair progress, this 
does not satisfy the manager nor the 
home office. They look to see if all of 
the men on the debit are making a sat- 
isfactory increase and writing persis- 
tent business. If not, they are given 
attention. 


Give Individual Attention 


The system of giving individual at- 
tention in the Metropolitan starts right 
off with the appointment of the agent 
The first thing, his references are very 
carefully looked up. The assistant man- 
ager must make a personal call on each 
name given as reference. The agent is 
then given careful personal attention by 
his assistant, who starts him off by 
going with him for a week or two 
weeks and giving him more personal at- 
tention later on. He is given assistance 
in writing his ordinary cases so that 
his earnings will be increased. After 
he has been with the company six 
months he is eligible for group insur- 
ance and after one year for the sav 
ings fund of the company whereby 
every time he saves a dollar a certail 
percentage is added by the Metropoli- 
tan Life. All these things tend to make 
the agent satisfied and make it advat- 
tageous for him to remain with the 
company. 

Responsibility Delegated 


The entire agency force of the Metro 
politan is organized on a basis of dele 
gation of responsibility. The company 
holds its manager absolutely responsible 
for everything which takes place in his 
district. No mail is addressed to the 
agent from the company but everything} 
is handled through the manager. If *f 
policyholder complains in the mane 
ger’s territory, it is taken up with the 
manager. If an agent resigns it is th 
manager’s responsibility as far as the 
company is concerned. The manager 
turn makes his assistants responsible. 
He may have one who is responsible 
for ordinary production, another who & 
particularly interested in the develor- 
ment of accident and health, a_ third 
takes a special interest in getting indus 
trial increase, while a fourth may devott 
some time to group insurance. }* 
some companies each assistant manag 
is in charge of a staff of men and ® 
held responsible for the men on tt 
staff and for the increase that is matt 
on his “assistancy.” The superintend- 
ents in turn make each agent respom® 
ible for his individual debit. ; 

It is interesting to note that in th 
industrial business the territory of # 


agent on a debit may be exceptional 
small. In parts of the lower cast oO 


of New York, an agent’s entire - 
will be one side of a street ior Se 
block. This will be all the territo® 


d he can handle because of the cong 
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tion of the population there. Further 
up where the population is not so con- 
gested, an agent may have one square 
block on all four sides. Of course in 
smaller cities where the bulk of the 
people live in individual houses an 
agent may have several blocks to cover. 
It is this intense cultivation which has 
built up the enormous business of the 
industrial companies in America. 


PLAN BIG “INSURANCE DAY” 





Representatives of all Classes of the 
Business on Committee at 
Indianapolis 





INDIANAPOLIS, IND., Dec. 4.— 
A joint meeting of representatives of 
several of the various insurance organi- 
zations having headquarters in Indian- 
apolis was held Monday noon. The 
meeting was called by President Frank 
Chandler of the Indiana Insurance Fed- 
eration and Mr. Chandler was elected 
chairman of the meeting with Joseph 
Woods as secretary, Mr. Woods also 
being secretary of the Federation.. The 
purpose of the meeting was to arrange 
for a meeting to be held in Indianapo- 
lis on Jan, 15 of the representatives 
of all branches of insurance in Indiana 
at which are to be present speakers of 
national note identified with the several 
lines of insurance, fire, casualty and 
life. The plan is to make of this an 
“Insurance Day” and provision will be 
made for a number of the cooperating 
organizations to hold their annual meet- 
ings at that time, as the fiscal year of 
several ends in January. It is proposed 
to have morning and afternoon sessions 
and a big banquet in the evening, with 
prominent speakers for each of these 
sessions, 

A general committee to carry out this 
plan was named as follows: Frank 
Chandler, chairman, C. C. Greene and 
Joseph Woods, representing the Fed- 
eration; Frank L. Jones, Russell T. By- 
ers, J. W. Greenwood and Elbert Storer, 
representing the Indianapolis Associa- 
tion of Life Underwriters; Sol Kiser, 
A. L, Riggsbee, Robert Collier and Ray 
Fox, representing the Indianapolis As- 
sociation of Insurance Agents; W. 
Ray, C. O. Bray and Gus. J. Daseke, 
representing the Indiana Insurance So- 
ciety and fire insurance field men’s or- 
ganizations; Oscar Schmidt and Elmer 
F. Abernathy, South Bend, represent- 
ing the Indiana Association of Insur- 
ance Agents; A. C. Caldwell, James L. 
Weer and James L. Murray, represent- 
ing the Casualty Adjusters’ Asseciation, 
and Irving Williams, editor “Rough 
Notes.” 

_ An executive committee was named 
trom this general committee composed 
of Messrs. Chandler, Schmidt, Collier 
Storer, Ray, Robert Espey and Wil- 
liams. This executive committee will 
hold a meeting next Monday and the 
general committee will meet on Tues- 
day. It is anticipated that a program 
can be assured which will draw a large 
local attendance of all classes of insur- 
ance representatives and also from sur- 
rounding towns out in the state 

Hearing on Frick Case 

The Frick estate case, involving the 
question of the application of the fed- 
eral estate tax to the proceeds of life 
msurance payable to named _benefi- 
Clarieés was up last week at Pittsburgh. 
Frederick G. Dunham, attorney for the 
Association of Life Insurance Presi- 
dents, filed a brief and made oral argu- 
ment as amicus curiae, contending that 
the statute does not impose the tax on 
msurance payable to named benefi- 
Claries, because limited in its application 
to the net estate of the decedent, of 
which insurance so payable forms no 
part. He asserted that if the statute is 
construable so as to tax such insurance, 
Wither onstitutional, as taking property 
a a due process of law. Decision 
icles cterred by the court. Eleven pol- 

S, issued by five companies, for an 
aggregate insurance of $434,000 are in- 


pe The federal tax demanded is 
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HAD POLICYHOLDER MEETING 
Phoenix Mutual Manager at Seattle 
Finds Results of Small Conference 
Most Gratifying 


“SELLS” 





The recent series of policyholders’ 
get-together meetings held by Jay E. 
Williams, manager of the Phoenix Mu- 
tual Life at Seattle, Wash., has proven 
so gratifying that Mr. Williams has de- 
termined to continue these meetings 
and he urges that similar gatherings of 
policyholders and their agents be held 
by life underwriters throughout the 
country. Mr. Williams recently held the 
first of these gatherings, with 31 guests 
present. There were eight salesmen 
present and each had invited four of his 
policyholders. They met for a dinner 
meeting, a brief program of entertain- 
ment following, and then a conference 
on general policy conditions and changes 
in the needs of policyholders. It was 
an open forum in which the guests 
freely entered and asked numerous 
questions as to changes in policy condi- 
tions or changes in company practice. 

The sole purpose of the meeting was 
an endeavor to convey to the policy- 
holders the plans and ideals of the com- 
pany and its representatives. There was 
no solicitation for business at this meet- 
ing, nor directly after, but Mr. Williams 
reports that these eight agents have 
already placed over $40,000 in business 
as a result of this meeting. Several of 
the policyholders found, as a result of 
the disccussion, that their policies were 
inadequate for present needs and thus 
opened the way for additional sales 
themselves. The agents are now get- 
ting an opportunity to review practic- 
ally all of the policies held by this group 
and it is probable that even more busi- 
ness will be placed as a result, The to- 
tal expense was about $65.00, which has 
been more than paid for. It was pointed 
out that the agents were bearing the 
expense and not the company, in order 
to make clear to the policyholders that 
the expense of such meetings was not 
being added to the company’s overhead. 


Object to Illinois Bankers Plan 


The rule of the Kansas insurance laws 
that insurance companies can not en- 
gage in the banking business is to be 
tested in the courts. The Illinois Bank- 
ers Life has filed an application for 
mandamus in the state supreme court to 
compel Superintendent Baker to ap- 
prove a new policy form the company 
is selling. 

The new policy is a 20-payment life 
plan whereby the earnings of the policy 
and any additional deposits which the 
holder may wish to make are held as 
savings under a good interest rate for 
the benefit of the policy holder. These 
savings accumulations may be withdrawn 
at any time or they may be used in the 
payment of premiums. 

The Kansas department held that this 
savings plan was an infringement upon 
the functions of banking and in direct 
conflict with the Kansas laws. The de- 
partment does not believe that an insur- 
ance company has the right to act as a 
depository for savings funds of a policy- 
holder. The company asserts that it is 
not doing a banking business but is 
trying to aid its policyholders in devel- 
oping a savings habit to take care of 
their insurance. 


Elgin Life’s New Official 


P. J. Reame has been appointed super- 
intendent of agents of the Elgin Life at 
Elgin, Ill. Mr. Reame has spent more 
than ten years in the field and is well 
equipped to take up the task of building 
up the agency force of the Elgin Life. 
C. E. Botsford is secretary and general 
counsel of the company. The company 


is now making an active bid for business 
and during the coming year will build 
up a strong agency force. 





To Men Who Will Recognize 
an Opportunity: , 


E are offering excellent territory surround- 

ing four Michigan cities, on a liberal General 
Agent’s contract, to men who can qualify as 
Managers and organizers. Communicate 
directly with 


The Ohio National Life Insurance Company 
The Company With A Big Surplus 
CINCINNATI, OHIO 








“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence 


J. Daly, President 
Denver, Colorado 











To the Man Who Is Willing—and WILL 
money-making * creating a competence 
For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 








24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
924.33 for loss of time from injuries or iliness are still ly to 
their life insurance 


the claimant himself with 


to take sometime. 
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867 EQUITABLE LIFE '973 


INSURANCE COMPANY 


OF IOWA 


& Company of Stability and Proxre-- 
Safety and Liberality 





Admitted Assets Insurance in Force 
Ss FF eres $12,431 ,725.00 $ 67,326,327.00 
Ss 8 ae ee 44,995 .738.00 313.132.592.860 


The net returns paid on funds left with the Company is 4.8 per cent 





For information regarding agencies | 


Address:—Home Office: Des Morne> 
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fess. Acacia Mutual Life Association 

py Wy SN Formerly the Masonic Mutual Life Association of the District of Columbia 

Z -—_\\ Imsurance in Force, over $140,000,000.00 Assets over $8,000,000.00 
= We issue all Standard Forme of Old Line Legal Reserve Policies at Net 

Cost to Master Masons y- 

. To Agents who are Master Masons in good standing we offer: _ 

Liberal Commissions. R J 





of 





in 
First Year Conti is, thus ing an 
income for life to permanent Acacia Agents. Rea! Home Office Cooperation 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 
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Writing Sub-Standard Business 


Many life insurance companies me- 
dium sized and even small have felt it 
necessary to Open sub-standard depart- 
ments in order to keep their agency 
forces intact. With a number of aggres- 
sive companies writing this class and 
featuring it, agents of other companies 
have gotten disturbed. Some companies 
are making a strong bid for brokerage 
business. Thus agents of companies that 
do not write sub-standard business feel 
that they are handicapped because they 
cannot place it with their own com- 
panies and get the full commission. If 
they are forced to broker the business 
with other offices they get only the bro- 
kerage and lose quite an amount every 
year. The very fact that sub-standard 
business is being written by so many 
companies has served to create in the 
minds of agents the feeling that their 
companies should take care of them. 
Therefore, a number of companies that 
have been wary of sub-standard busi- 
ness are writing it, being forced to do 
it. 

While some companies have now a 
fairly good experience on sub-standard 
there is much to ‘be learned. It cannot 
be said that the present system of rat- 
ing up is strietly accurate and scientific. 
Actuaries and medical departments have 
studied the question very carefully, but 
the rate up or the lien is more or less 
arbitrary. In time the companies will 
have far more data on which to base 
their tables. The New York Lures, of 
course, has valuable experience and the 


EguiTas_e Lire of New York is regarded 
as one of the companies that has gone 
into the subject exhaustively and has a 
good fund of information. 

Companies will not hesitate to write 
risks on standard policies for age 60 
and above. Yet the mortality is four 
times as great as that in the early 20’s. 


Those who have studied sub-standard 


business say there is no more danger 
in writing sub-standard business than 
writing standard business at age 60 and 
beyond. 

It is stated that where a company 
has a full-fledged sub-standard depart- 
ment, it can cut down its rejections at 
least 50 percent. Some companies go- 
ing still farther in sub-standard business 
are more liberal and hence their rejec- 
tions are cut down still more. 

The actuaries have come to the front 
in studying and mapping out plans for 
rating and handling sub-standard risks. 
In a way they have superseded medical 
departments. There is some question 
whether the actuaries are not dipping 
too strongly into sub-standard under- 
writing. Primarily, physical impairment 
constitutes a medical problem. The ac- 
tuaries, however, have taken charge of 
the underwriting, have gathered the sta- 
tistics and have worked out the tables 
for rating up. 

The best guide for the smaller com- 
panies undoubtedly is the report of the 
special committee gotten out for the 
AMERICAN Lire Convention. There is 
need for caution in writing this class. 


Good Work of Iowa Official 


INSURANCE COMMISSIONER KENDRICK of 
Iowa is being warmly praised by those 
who appreciate the fine work he is do- 
ing in attempting to preserve the solvent 
companies of his state that have a good 
chance of becoming stronger and per- 
manent institutions if let alone. Re- 
cently there has been a band of marauders 
over the state, in fact more than one 
band, attempting to depress stocks of 
companies with the purpose of buying 
up the shares and liquidating the com- 
panies for profit. Unfortunately in Des 
Moines there is a coterie of men who 
have had a taste of blood in liquidating 
companies that never should have been 
liquidated. They have made a round 
sum out of their transactions. 

Iowa seems to be the great hunting 
ground at this time for those who are 
seeking what they may devour. Syndi- 
cates and groups outside of the state 
have been casting their weather eyes 
over Iowa insurance companies.. Re- 
gardless of the wishes of the manage- 


ment and directors, bands of high 
pressure stock salesmen go abroad over 
the state, making misrepresentation to 
stockholders and beating down the price 
as low as possible. Many companies 
are greatly disturbed over this disturb- 
ance of their business. 

Commissioner KeENpricK recently ad- 
dressed the stockholders of a number of 
Iowa companies advising them to not 
yield to the wile of the siren’s song, but 
to consider their best interests. He is 
hoping by means of publicity to educate 
stockholders as to the value of their 
holdings. This practice he attacks is a 
menace to the insurance business. It 
introduces a speculative element that is 
most undesirable. It creates a feeling of 
uneasiness and solicitation. It disturbs 
aot ooly home offices but agents in the 

e 

It would seem to us that this is a 
question that might well be considered 
by the Insurance CoMMISSIONERS Con- 
VENTION. If insurance companies are to 
be bartered for revenue only, it is time 
some halt is called. 





President E. W. Randall of the Minn- 
esota Mutual Life will reach his 65th 
birthday Jan. 1. The company and 
agents will celebrate New Year’s Day 
therefore in a very fragrant way. A 
special booklet has been gotten un for 
the agents with a colored photo of Mr. 
Randall, surrounded with roses of dif- 
ferent colors. The booklet is entitled 
“Roses for Randall”. On the morning 
of Dec. 1, a birthday flower vasket was 
placed on Mr. Randall’s desk. It will 
remain all through the month to receive 
the birthday roses, which the agents 
will send in through the application 
route. On Jan. 1, the basket will be 
officially presented to President and 
Mrs. Randall at their home. Jan. 1 not 
only marks the 65th birthday anniver- 
sary of President Randall, but it starts 
his 16th year as president of the com- 
pany. There is no more highly esteemed 
life insurance executive in the west than 
Mr. Randall. He is a substantial, hon- 
est executive, who has built up the Min- 
nesota Mutual in a most satisfactory 
way. 

E. R. A. Misemer, who still maintains 
his general agency for the Occidental 
Life at Los Angeles, notwithstanding 
he retired from active personal produc- 
tion on his 57th birthday, last April, 
after 35 years’ active service, has 
achieved that distinction which is the 
ambition of every golfer, by sinking his 
mashie drive.on the 167-yard No. 5 hole 
of the: Sunset Canyon Country Club 
links. His ball dropped within three 
feet of the cup with so much “back- 
spin” it whirled around on the green 
like a well played billiard ball and rolled 
into the cup beside the flag pole and 
stayed. The feat was witnessed by five 
other players, who hastened to con- 
gratulate him and sign his card which 
entitled him to the much coveted mem- 
bership in the “Hole-in-One” Club. 


ies” on every hole of this course except 
Nos. 1 and’8. Mr. Misemer extends a1 
open invitation to all visiting insurance 
men who play golf to feel free to join 
him for an afternoon on the links while 
in Los Angeles. Although Mr. Mise- 
mer only spends four hours a day in 
his office (10 a.m. to 2 p.m.) and has 
only written $10,000 personal busines 
since last April. his agency wrote and 
paid for more business the first eight 
months of this year than it did all last 
year and expects to produce as much 
business the last four months as it did 
during the first eight, thereby doubling 
its 1922 production. 

Miss Sylvia Campbell, daughter of 
J. A. Campbell, central branch manager 
of the New York Life at Chicago, was 
married last Saturday to Lieut. Earnest 
Norman of the United States Artillery. 
Miss Campbell is a writer of ability, 
having been editor of the “Edict,” the 
magazine of the Illinois Women’s Fed- 
eration, a writer for other papers and a 
constant contributor to the “Line o’ 
Type” in the Chicago “Tribune.” 


Dr. John A. Stevenson, second vice- 
president of the Equitable Life of New 
York, is taking a well earned rest and 
vacation at Miami, Fla. Dr. Stevenson’s 
many speaking engagements have tried 
his throat very sadly and some weeks 
ago an abscess developed. Rest being 
all that was needed, his condition is re- 
ported to be much improved and his 
return to good health a question of a 
short time only. 


The “Weekly Underwriter”announces 
that A. Irving Brewster of New York 
has joined its staff as editor of the In- 
surance Almanac and in charee of the 
research and information department of 
its publications. Mr. Brewster resigns 
as- insurance editor of the “New York 
Commercial,” with which he has been con- 


connection with the publication side oj 
the business and his broad experience, 
painstaking ability and thorough knowl. 
edge qualify him particularly for his 
new post. Mr. Brewster began in in- 
surance with the Middle States Inspec. 
tion Bureau; from 1903 to 1912 he was 
editor of “Insurance Engineering;” 
from 1912 to 1915 he was associate ed. 
itor of the “Insurance Field” at New 
York, and from 1915 to 1920 was man- 
ager of publications and advertising for 
the Home of New York. 

Isaiah Baker, Jr., one of the best 
known insurance men in Connecticut 
died Nov. 30 at his home in Hartford 
from acute Bright’s disease. Mr. Baker 
was taken ill early in October on the 









eve of a proposed trip to California, an 
annual event, and was progressing fa- 
vorably until about a week ago, when 
he had a relapse and failed rapidly. 

He was formerly chief clerk in the 
Connecticut insurance department. From 
there he went to the Hartford Life & 
Annuity. In 1890 he succeeded George 
C. Moore in the insurance firm of Web- 
ster & Moore and the firm became 
Webster & Baker. Mr. Baker retired 
from the firm in 1912 and was succeeded 
by his son-in-law, George C. Hadlock 
Mr. Webster’s son, Raymond C. Web- 
ster. was also admitted to partnership 
at the same time and the firm became 
Webster & Co. Since his retirement 
from active insurance life, Mr. Baker 
had devoted his time fo his private in- 
terests and traveling. 


President Allan Hollis of the United 
Life & Accident of Concord, N. H, 
went to the Des Moines meeting of the 
American Life Convention almost a to- 
tal stranger but left there with many 
friends gained. The quiet legal gentle- 
man from New England does not say 





In | 
addition to this feat he has made “Bird- | 





nected for the past year. He is well 
known to insurance men from his long 








very much but when he does speak it 's 
in a way that makes others like him 
and if he appears at the Life Presidents 
Association this week in New York he 
will doubtless do more towards adding 
to his friends in the same way. 


Vice-president William J. Graham oi 
the Equitable Life of New York is much 
in demand as a speaker on life insur- 
ance topics these days before bodies not 
connected with the business. He is to 
speak at an early meeting of the Ameri- 
can Association for the Advancement of 
Science on the economic features of 
group insurance. The New York Life 
Underwriters Association has also cap 
tured him for its December meeting 0” 
life insurance in its relation to credit 


Howard J. Brace, who resigned last 
week as director of insurance for Idaho, 
has associated himself with the Idaho 
State Life in an executive capacity im 
the agency department. Mr. Brace has 
been insurance director of the state for 
four years, filling the office with credit 
to himself and the state. He was a rest 
dent of Idaho Falls, engaged in the 
general insurance business. The state 
law requires the incumbent of the state 
department office to have had five years 
general insurance experience. 

Mr. Brace served in the army during 
the war, entering an officers’ training 
school at the opening, and going t 
France with an Idaho regiment. He et 
tered as a lieutenant and was promoted 
to captain, also serving as a gen 
staff officer. Upon his return to the 
States he was appointed director of i 
surance by Governor Davis and reap 
pointed by Governor Moore upon the 
latter’s election. 

Helen Louise Cartwright, daughter 
of C. M. Cartwright, managing editor © 
THe NATIONAL UNpERwRITER, died at 
parents’ home, 2215 Lincoln street 
Evanston, Ill. Tuesday morning. She 
contracted typhoid fever and menit- 
gitis followed. The funeral services 
were held Wednesday afternoon at t 
home conducted by Dr. William A. 
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Colledge of the Union Church of Kenil- 
worth, lll., an old neighbor, assisted by 
Rev. J. J. Steffens, of St. Matthew’s 
Episcopal church of Evanston. A num- 
ber of Helen Louise’s school friends 
acted as honorary pall bearers. 

Helen Louise, after spending three 
years in Roycemore School for Girls 
at Evanston, entered the Evanston High 
School and was a junior there. During 
the last three summers she was a mem- 
ber of Camp Osoha for girls at Trout 
Lake, Wis. where she was captain of 
the crew. She had been selected as 
one of the junior councillors for next 
summer. 

Helen Louise would have been 16 
years of age, Jan. 23. 

Charles S. Crippen, for 43 years -with 
the New York insurance department, 
died at his home in Albany after a 
brief illness. Mr. Crippen had been with 
the department since 1880, first serving 
in the actuarial bureau and later — 
over the work of the statistical an 
clerks’ bureau of statistics, having 
charge of this work from 1902 to the 
time of his death. For several years 
Mr. Crippen was secretary of the com- 
mittee on annual statements blanks of 
the National Convention of Insurance 
Commissioners. 

George M. Rider, genera! agent for 
the Continental Life of St. Louis at 
Kansas City, Mo., died Friday after a 
short illness from pneumonia. Mr. 
Rider, who was made general agent for 
the Continental at Kansas City Dec. 1, 
1922, was a veteran of the World War 
and regarded as one of the most alert 
and progressive of the younger genera- 
tion of middle western insurance men. 
He was a native of Chicago, born in 
that city in 1888. He early entered the 
railroad business and at the age of 23 
was made trainmaster. During the 
World War he was commissioned a 
first lieutenant of engineers and handled 
the railroad problems of the largest 
American terminal in France. He re- 
turned from France in 1919 and was 
later made city sales manager for a 
large hardware company. 

His insurance career although very 
brief was most successful, and his 
superiors in the Continental organiza- 
tion were looking forward to bigger 
things from him. His untimely death 
prevented him from consummating one 
of the biggest deals of his career, the 
placing of endowment policies for $3,- 
000.000 with the Symphony Orchestra 
of Kansas City as the beneficiary. The 
Continental organization plans to carry 
ee that plan as a memorial to Mr. 

ider. 


Frederick Latimer Chesney, general 
agent for the State Mutual Life of Mas- 
sachusetts in Kansas City, died at his 
home this week, ending 30 years’ serv- 
ice in the life insurance business. Mr. 
chesney was a member of the firm of 
Chesney & Scharles, general agents for 
the western half of Missouri for the 
State Mutual Life. 


H. Gale Rogers, agency manager of 
the Atlas Life of Tulsa, Okla., is pass- 
Ng out cigars these days. He is now 
4 proud father. David Walkley Rogers 


appeared on the scene Nov. 20. 
ue? order of Judge Joseph Meyer, 
ts. George B. Peak, widow of the late 


President of the Central Life of Des 
Moines from its beginning until his 
death a couple of months ago, was 
sranted an annual allowance of $25,000 
m the district court Friday. 


,, The insurance fraternity of Portland 
one urning the death of Jerome Mann, 
he of the leading producers in the city. 
tT. Mann, only 30 years of age, had 
Life on the staff of the New York 
his at Portland for four years, when 
ion 7 came last week with no warn- 
Inth ¢ became ill Friday afternoon. 
ta ne he died on the operating 
plications acute appendicitis and com- 


tr. Mann was for the past two years 


“Top 200” in the United States. From 
the first year he was connected with the 
New York Life’s Portland office, he was 
a member of the $200,000 club. Mr. 
Mann is survived by his widow and 
sons, William and Jerry, Jr. 


— 


A. E. Watwood, general agent for the 
Minnesota Mutual in Cleveland, won the 
distinction of leading his company for 
personal production in November. His 
record is especially noteworthy on ac- 
count of his having been with the com- 
pany less than three months. The 
Cleveland agency of the Minnesota 
Mutual has been developing rapidly un- 
der the direction of Eckley G. Gossett, 
supervisor for the company. 


H. O. Maddox, president of the Peer- 
less Life of Kansas City, had the mis- 
fortune of having the entire third floor 
and roof of his residence burned by a 
fire caused by either a spark from the 


fire policy protected his loss, which 
amounted to $2,000. Speaking literally, 
it brought home to him the value of fire 
insurance protection. He has _ just 
opened up new agencies in Joplin, Car- 
thage, Webb City and Springfield, Mo. 


Harold C. Blakeslee, general manager 
of the Grizzard System at Columbus, 
O., has gotten into the poetical class. 
He blazes forth in the “Grizzard Go- 
Getter” with some verses entitled “Ten 
Little Prospects.” They are as follows: 


TEN LITTLE PROSPECTS 


Ten little prospects 
All feeling fine, 

One got his rent raised 
That left only nine. 


Nine little prospects 
Agent came too late, 

One bought oil stock, 
That left only eight. 


Eight little prospect's, 

One went straight to Heav'n 
When his still exploded, 

That left only seven. 


Seven little prospects, 
Wife of one said, “Nix, 

We can’t afford it;” 
‘That left only six. 


Six little prospects 
Sure as you're alive, 

One won't like your company, 
That leaves only five. 


Five little prospects 
One owned a store, 
Another agent traded there, 
That left only four. 


Four little prospects 
Sold as sold can be, 

One had no money 
That left only three. 


Three little prospects 

One said,—‘“Here’s what you do— 
Drop in again next August,” 

That left only two. 


Two little prospects, 
My story’s nearly done, 
One had a “family history,” 
That left only one. 


One little prospect, 
And he sold to the core, 
Will, when he gets his policy, 
Give you ten prospects more. 
—H. C. B. 


Duffield on Western Trip 


Edward D. Duffield, president of the 
Prudential, was the guest of the Mid- 
day Luncheon Club at Springfield, IIL, 
last week and gave an address upon 
“The Constitution and the Individual”. 
The party visited the Lincoln home 
and the Lincoln tomb and went on to 
Chicago. Mr. Duffield and a group of 
executives had been in St. Louis, where 
a meeting of agents of the Prudential 
was held. In the Duffield party were 


George W. Munsick, first vice-presi- 
dent; John W. Stedman, second vice- 
president; Fred W. Tasney, third vice- 
president; John H. Birkett, assistant 
secretary, and George W. Williams, di- 
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vision manager. 


flue or faulty wiring, he stated. His 





Retroaction 


The retroactive principle of the Mutual Benefit, whereby 
new benefits and added privileges so far as possible are 
extended to all policyholders, has made even the oldest 
Mutual Benefit policy in essential particulars just as 
liberal as current policy contracts. 
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American National Insurance Company 
OF GALVESTON, TEXAS 
SHEARN MOODY, 
‘Vice-President 


FINANCIAL STATEMENT JUNE 30, 1923 


ASSETS LIABILITIES 


Real Estate Owned......... $ Net Reserve (American Ex- 
Mortgage Loans (First Lien). perience 8 & 8% Per Cent)$12,877,4838.00 
Collateral Loans Special and Contingent Re- 


WwW. L. MOODY, JR., Ww. J. SHAW, 
President 


922,947.77 
6,765,840.71 
25,000.00 


ns made to Policyholders 
(On This Company's Poli- SOTVED ccccccccccccccesess 222,670.07 
ante iauel se denadceame 1,672,807.190 Reserves for Death Losses 
DEED ceentenedabecéchtrese 4,776,810.68 in Process of Adjustment. 152,647.00 
Came Gp Beebe. .ccccsccccts 1,881,523.45 Reserve for Taxes, Etc..... 40,740.88 
Certificates of Deposit (De- Unearned Interest and Pre- 
REP Pere 80,188.9) A .onag onal idahe 111,208.19 
Interest Due and Accrued... 848.889.07 Miscellaneous Liabilities .... 21,806.29 
Deferred and Uncollected Capital Stock. .1,000,000,00 
Premiums (Less Load- Surplus ....... 1,428 ,629.21 
e: dvehpescsiadbekhanes 840,385.8> Assigned Funds 875,720.00 
Due from Other Companies. Surplus Security to Policy- 

Rath. TOES. cocccccccccs 22,000.00 BOUESTS cccccccccecccccces 2,704,249.2) 
Tetel Asaets ccocecccceess $15,630,428.57 Total Liabilities ......... $15,680,498.57 
GAINS MADE DURING SIX MONTHS ENDING JUNE 3, 1923 
increase in Insurance im Force.............<.0secssesceeeeenee $18,614,703.00 

Increase in Admitted Assets. ...... «1.0... 0.cccscescccccseeeee 
Increase im Surplus Security to Policyholders................ 148,425.00 


Months 1923 


$3,278 436.06 


To P 
$2,704,249.00 


Operates in 21 States and the Republic of Cuba 
Total Paid Policyholders Since Organization, $13,413,479.33 


IN $15,630.428.00 


$200,072, 499.00 
































Increased Dividends 


Our 1924 dividend scale represents the greatest dividend 
increase in the history of the Company. 

At the same time the rate of interest allowable on sums 
held by the Company for the credit of policyholders under Div- 
idend and Policy settlements has been increased to 4.8%. , 

Guardian Agents have the benefit of an unusually helpful 
program of Home Office cooperation and service. From furnish- 
ing leads on desirable prospects to free health examination for 
policyholders—nothing is overlooked to give both Agents and 
Policyholders the utmost in genuine service. 

There are opportunities in our field force for men who can 
measure up to them. For information, address: 


T. LOUIS HANSEN, Vice-President, or 
GEORGE L. HUNT, Superintendent of Agencies 


The Guardian 


Life Insurance Company 
OF AMERICA 
Established 1860 under the laws of the State of New York 


Home Office: 50 Union Square, New York 
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and credit men, will be the guests of the 
association. Samuel Cummings, Dallas, 
Tex., of the Orville Thorp agency of the 
Kansas City Life, will be one of the 
speakers. 

: $.6 9 
Indianapolis, Ind—Edward A. Woods, 
general agent of the Equitable Life 
of New York at Pittsburgh, will ad- 
dress the Indianapolis Association Fri- 
day noon on “Life Insurance and Cred- 
its.” A large number of local bankers 
and credit men are expected to be pres- 
ent as guests of the members of the 
association. 

*x* * * 

Lincoln, Neb.—At the December meet- 
ing of the Lincoln Association a vigor- 
ous debate, led by H. J. Kirschstein 
on one side and M. A. Hyde on the 
other, occurred over the request of the 
Boston association that Lincoln join it 
in memorializing congress not to change 
that section of the Esch-Cummins law, 
which refers to the limitation of re- 
turns railroad companies may receive 
upon their actual investment. In view of 
the small number present, it was decided 
to defer action until a later date. 

The greater portion of the hour was 
spent in discussing arrangements for the 
January meeting, at which it is proposed 
to have the members of the credit men’s 
association as guests and present to 
them for their enlightenment and dis- 
cussion the value of life insurance as a 
basis and support for individual credit, 
in accordance with the national pro- 
gram. 

Considerable satisfaction was ex- 
pressed over the results of the recent 
get-together meeting of insurance in- 
terests in Lincoln. The association was 
advised that the Omaha insurance inter- 
ests would hold a similar meeting Jan. 
21, and later on it is hoped to hold one 
or two at central points out in the state 
so that the expense of attendance may 
be minimized. The Lincoln association 
will send a strong representation to the 
Omaha sales congress in January. 

President Keefer named M. L. Palmer, 
D. J. Cravens and M. A. Hyde as a com- 
mittee to present names to be voted on 
at the January meeting for officers of 
the association for the coming year. 

o.'S. 

Omaha, Neh.—The Omaha Association 
has secured P. M.. Ray, assistant super- 
intendent of agents for the Equitable 
Life of Iowa, as the principal speaker 
at the annual banquet of the associ- 
ation, to be held at the Hotel Rome Fri- 
day evening, Jan. 4. The banquet will 
close a two-day sales congress, at which 
representatives from associations 
throughout the state will be present. 
The subject of Mr. Ray’s address will 
be “The Essential Qualities for Success- 
ful Life Insurance Salesmanship.” 

At a meeting of the new committee of 
the Omaha association composed of gen- 
eral agents, managers. and home office 
Cficials who are members of the asso- 
ciation: A. B. Olson, general agent of 
the Bankers Life of Lincoln, was elected 
chairman. Details of the sales congress 
in January were discussed and the 
hearty support of this committee assured. 

x * * 

Cleveland, O.—Clay Herrick, vice- 
President of the Guardian Savings & 
Trust Company, one of the largest banks 
in Cleveland, will address the Decem- 
ber meeting of the Cleveland association 
on “Life Insurance and Its Relation to 
Credit.” Preparations are being made 
to invite a large number of guests from 
credit and business circles. 

The nominating committee, E. B. Ham~ 
lin, chairman, will report its recommen- 
dations for officers for 1924. A large 
humber of applications for membership 
will also be submitted. The meetings 
will be held in the Statler ball room 
Dec. 14, at noon. 

*x* * * 

Detroit, Mich.—The possibility of in- 
tugurating an advertising campaign un- 
der the auspices of the Detroit associa- 
tion for the express purpose of giving 
individuality and standing to members 
of the organization and as a means of 
tliminating evils in underwriting was 
discussed at the regular monthly meet- 
ing on Manday evening, Dec. 3. 

President Milton L. Woodward in in- 
troducing this subject stated that while 
Plans for such a move were still in the 
formative stage there was every reason 
to believe from the study given to the 
matter by Frank M. Hayes, secretary of 
the organization that decided benefits 
Would result from such an undertaking. 
In the discussion it was pointed out that 
advertising to the public would serve 
first of all to give identity to the asso- 
ciation and to explain its aims and 
ethics. In addition it would center pub- 


lic attention on switching of policies, 
rate cutting and other unfair practices 
lowering the standards ef the business. 
From a general expression of opinion it 
is altogether likely that the campaign 
will be favorably decided upon in the 
near future and that no time will be 
lost in getting it under way because it 
is believed that its timeliness and effec- 
tiveness is apparent right now. It is 
also the concensus of opinion that a 
move of this kind will result in a greatly 
increased membership for the organiza- 
tion because a large number of life in- 
surance agents will want to ally them- 
selves with definite efforts for the 
welfare of the business. 

Fred Lawton, past president of the 
association, spoke on “Closing the Sale.” 
A. C. Holmes, of the local office of the 
New York Life, introduced a number of 
remarks under the general topic, “Shop.” 

* * * 

Chicago—The Chicago Association will 
hold its December meeting today (Thurs- 
day) at the Hotel La Salle, the subject be- 
ing that adopted by the National Associa- 
tion for December, “Life Insurance and 
Bank Credit.” The association has se- 
cured Dr. Walter Lichtenstein, secre- 
tary of the First National Bank of Chi- 
cago, to address it from the standpoint 
of a banker and Wilbur Hammond, 
agency director of the Equitable Life of 
New York at Chicago, will present the 
subject from the standpoint of an un- 
derwriter. The underwriters are to have 
their bank friends as guests for the 
luncheon. 

> =. & 

Davenport, Ia.—The Davenport asso- 
ciation executive committee is taking up 
details of a two-day insurance sales cor - 
vention to be held under its auspices i: 
January. It is expected that 400 under- 
writers will be present with representa- 
tions from eastern Iowa and western 
Illinois. A committee will be named to 
assume full charge of the plans. 

x * * 

Peoria, Ul.—M. C. Thornton, Aetna 
Life, New Albany, Ind., was principal 
speaker at the monthly meeting of the 
Peoria association and devoted his time 
to a discussion of “Salesmanship.” Col. 
Al Freeman and Dick Simpson of the 
Connecticut Mutual furnished the musie. 
There was a brief routine business ses- 
sion, 

J. E. Keene introduced Mr. Thornton 
as a “model for insurance men to fol- 
low” and those hearing his discourse on 
“Faith, Loyalty and Enthusiasm,” the 
watchwords of a successful career in 


the insurance field, agree that he is a 
sparkling example of his doctrine as 
preached. 

President Ruch presided as _ toast- 
master and Chester O. Fischer had 


charge of introductions and entertain- 

ment. Announcement was made that 

Darby A. Day\of Chicago would be the 

chief speaker at the December meeting. 
oe 2 @ 

St. Louis, Mo.—M. A. Nelson, agency 
manager for the Equitable Life of New 
York, president of the St, Louis Asso- 
ciation, and Warren C. Flynn, general 
agent for the Massachusetts Mutual, 
chairman of the committee in charge of 
the special December meeting, to which 
leading bankers and credit men are to 
be invited as guests of the insurance 
men, have not as yet completed their 
plans for the big meeting. Nelson and 
Flynn are shooting for big game, and do 
not want to reveal their tentative pro- 
gram until they are certain that the 
topliners they are angling for can be 
present at the meeting. 

Because they are not certain when 
their star attractions can be brought to 
St. Louis, President Nelson and Mr. 
Flynn have been unable to fix the date 
for the December meeting. However, 
they say that it will be a real meeting 
when it is pulled off. 

x * * 

Los Angeles, Cal.—About 200 members 
and guests of the Los Angeles Associa- 
tion attended the November dinner- 
meeting. During the dinner a jazz or- 
chestra composed of insurance men fur- 
nished music, and after the last course 
Was served a program of community 
singing was led by Albert E. Payton of 
the New England Mutual. There were 
also vocal numbers by Miss Lillian 
Whetmore of the New York Life, accom- 
panied by Miss Jean Stelson, and later 
in the evening T. W. Johns of the 
Phoenix Mutual sang two solos, accom- 
panied by H. House of the Lincoln Na- 
tional. 

The proposed amendments to the con- 
stitution in regard to resignations and 
when competition shall cease were 
adopted without change, but on the one 
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Breaking Records 
in Los Angeles . 


LOOK AT THIS FIVE-YEAR RECORD OF LOS ANGELES’ 
GROWTH 


Post Office business, more than double—$5,813,139.01. 
Bank clearings, more than trebled—$5,152,311,839. 


Building permits, seven times greater than those of five years ago— 
$121,206,787. 


Mecca of Tourists; Climatic Capital of the New World; the Home- 
Seekers Paradise; Metropolis of the Southwest; First City in Population 
on the Pacific Coast—Los Angeles, by virtue of her growth, 
is destined to become, within a few years, the third largest city in 


Join the ranks of the Pacific Mutual Life, the oldest and largest 

Life Insurance Company on the Pacific Coast, and you can break 

records ing the new “five way” policy—one of the greatest con- 

tributions to Life Underwriting in the present age. 

The rapid influx of newcomers each year, that have helped bri 
about the prosperity of this city, make it possible for you to get qui 
results—no past clientele necessary. 

Liberal Agency Terms. 


Write for information to 
JOHN NEWTON RUSSELL, Manager, 


Home Offiice Agency 


Pacific Mutual Life 


Pacific Mutual Building 
Los Angeles 


MOTI 


MOTMOMOMUOrT 


Assets $75,000,000 


TOTTI 





——~ SAFE AS A GOVERNMENT BOND" 


©) The OHIO STATE LIFE 


ee LIFE, HEALTH, ACCIDENT «*° MONTHLY INCOME INSURANS 


slateeae LATEST POLICIES AND AGENCY CONTRACT Riaz ar 
Openings O80, IND. KY. MICH. and W.VA. Write Cohanbes 











HAVE YOU PAID A 
BITTER PRICE? 


Experience is the one thing man cannot buy—and we 
most usually pay a bitter price for our lessons. 


Has your experience included money lost—by the 
hundreds of dollars—efforts by the day lost because 
your company will not accept all of your applications? 
MedicalfLife agents don’t have that experience. They 
write sub-standard as well as standard insurance— 
also Child’s Endowment. 

Day in‘and day out they are able to make practically 
every application good. They “waste” no time. 
Why continue to pay the price? 


Why Not Write for Our Agency Plan? 


” 
@ 
INSURANCE COMPANY OF AMERICA 


WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’l. Mgr. 





E. E. BROWN 
Ageney Supervisor 
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THe 
NATIONAL 
LIFE AND 

ACCIDENT 
INSURANCE 
cOmPpanr 


SF Ordinary Lile Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presivenr W.S. BEARDEN. Secy-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE CY 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 




















In all the History of Life Insurance, there have been 
Few Developments as Significant as the Growth of the 
COLUMBUS MUTUAL LIFE INSURANCE COM- 
PANY, the Company which first Eliminated General 
Agents and other Middlemen, which First Gave Vested Re- 
newals, and which First Gave Unrestricted Territory to 
Agents. There are other Innovations to the Credit of the 
COLUMBUS MUTUAL LIFE, including Perfected En- 
dowment Policies. If you think of a Change in Connections, 
write Your Name and Address on the Margin of this Ad- ° 
vertisement and Mail to the Home Office of the COLUM- 
BUS MUTUAL LIFE at Columbus, Ohio. The Most 
Interesting Insurance Literature You ever Saw will be 
Forwarded to You. Such an Inquiry Involves no Obliga- 
tion. 


I‘ recent months two men have given up $10,000.00 annua salaries to go with the 
COLUMBUS MUTUAL LIFE, although this Company pays no salaries. In the long 
run they will do much better with the COLUMBUS MUTUAL however. 











A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY’A. FOSTER, Secy. 
DES MOINES, IOWA 























increasing the dues a substitute proposed 
by Frank E. McMullen of the Massachu- 
setts Mutual was adopted after some 
discussion. It fixes the dues of general 
agents,and managers on an agency pro- 
duction basis, as follows: Less than 
$1,000,000 per year, $30; $1,000,000 to 
$2,000,000, $50; $2,000,000 to $5,000,000, 
$60; $5,000,000 or more, $100. The dues 
of resident members and sustaining mem- 
bers were left at $12. 

Richard Smith, advertising manager 
of the Southern California Edison Com- 
pany, delivered a clever and very humor- 
ous address explanatory of H. G. Wells’ 
“Outline of History.” Mr. Smith injected 
phases of life insurance salesmanship 
into his remarks, which met with instant 
and hearty applause. Will G, Farrell 
was the next speaker, delivering in full 
his address on “Trusts, Optional Settle- 
ments and Income Insurance,” which 
lack of time had prevented him from 
giving at the October meeting. The 
meeting was concluded with an address 
by Sebald L. Cheroske, Los Angeles at- 
torney, on California’s new community 
property law from the viewpoint of a 
life insurance agent. Mr. Cheroske ex- 
plained the operation of the new law 
very clearly and fully and pointed out 
the opportunities it has created for the 
services of the life underwriter. 

2 @ 

Lafayette, Ind.—The monthly meeting 
of the Lafayette association received 
first page space in the Lafayette papers, 
when the meeting was turned over to 
a joint discussion of insurance and bank- 


ing, in line with the program of the Na. 
tional Association subject, “Insurance 
and Credits.” Judge Charles J. Orbison 
of Indianapolis was the speaker. H. J. 
Vogel, president of the association, pre. 
sided over the meeting, at which repre. 
sentatives from all banks in the county 
were present as guests of the associa- 
tion. 

In his talk on insurance and bank 
credits, Judge Orbison stressed the close 
relation between bank credits and life 
insurance, citing a number of illustra- 
tions in which life insurance had pre- 
vented bankruptcy of business firms and 
banks. He said that life insurance was 
the greatest business in the world, not 
only for protection of the home and 
beneficiaries, but also as a protection of 
business and the credit of the nation, 
He said that human life is the best basis 
for credit and that as loans would not be 
made upon buildings unless they were 
insured, how much greater the need for 
insurance on the human life represented 
in the business. Judge Orbison sug- 
gested that banks should insist that 
their borrowers carry a sufficient amount 
of life insurance to cover their indebted- 
ness to the bank and that the bank 
should have first access to the proceeds 
of such policies. He said that the in- 
surance of obligors not only guarantees 
prompt payment in case of death, but 
also forms a larger guarantee of pay- 
ment during the life of the obligor, by 
reason of the continually increasing cash 
surrender or loan value of the policy. 
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NEWS OF THE JOHN HANCOCK 


Many Agency Promotions and Changes 
in the Field Announced by 
Company 


Cornelius F. Lynch of the Haverhill 
agency has been appointed superintend- 
ent of the recently established Orange, 
N. J., agency of the John Hancock 
Mutual Life. Mr. Lynch has been as- 
sistant superintendent in the Haverhill 
agency and has made a notable record 
with the company. Starting as an agent 
at Camden in 1905 he was soon trans- 
ferred to Worcester in the same capacity 
and continued there until September, 
1908, when he was appointed to the de- 
tached assistancy at West Brookfield. 
In 1910 he was transferred to Salem, 
Mass., and in 1917 to Haverhill where 
he has continued until the present time. 

The John Hancock Mutual also an- 
nounces the promotion of@the following 
from the rank of agents to assistants in 
the districts of their service: Plias 
Rose, New York 5; Frank B. Cassidy, 
Whitinsville; Clinton F. Tefft, Albany; 
Joseph G. LaJoie, Bridgeport; Joseph F. 
McGuire, Chicago, 1; Abraham Tannen- 
baum, Brooklyn 4; Alfred Lodes, St. 
Louis 3; Harry J. Wheeler, Springfield; 
Harry W. Hallett, Detroit 1; Louis N. 
Olderman, New Haven; Edgar Wagner, 
Chicago 1; Joseph H. S. Dubuc, Woon- 
socket; John Granley, Long Island City. 

Joseph Haubner is promoted from 
agent at Detroit 3 to an assistancy at 
Cleveland 3; Vincent Romano, from 
agent at Brooklyn 3 to assistant-at-large 
at Jersey City; Harold L. Rose, from 
agent at Quincy to assistant superin- 


tent at Waltham; Roy W. Fritz, unat- 
tached agent at Cambridge to an assist- 
ancy at Waltham; William R. Stewart, 
from agent at Boston to an assistant 
superintendent at Quincy; Theodore Cit- 
tadino, from agent at Long Island City 
to an assistancy at Newark; Vincent 
Romano, from assistant-at-large to as- 
sistant of a staff at Jersey City. As- 
sistant Adam Hart has been transferred 
from Newark to Hackensack, N. J 
Roger T. Connelly is transferred from 
assistant superintendent to Claim ad- 
juster and inspector at Bridgeport: 
Harold P. Palmer from district inspector 
to claim adjuster at New York 2; Henry 
A, Gilman from claim adjuster at New 
York 2, to home office inspector, investi- 
gation department; Joseph M. Sack, Jr. 
from student cashier at New York 2 to 
cashier at Orange, N. J., and Edmund H 
Eccles, from agent to assistant-at-large 
at Chicago 1. 


Metropolitan Men Promoted 


D. Ross Metzer, for 12 
manager for the Metropolitan Life in 
New Orleans, has been made district 
manager in Washington, D.C. H. S. Cox 
formerly assistant manager at New Or- 
leans and for more than a year district 
manager at Jackson, Miss., has been ap- 
pointed to take Mr. Metzer’s place in 
New Orleans. 

Mr. Metzer has been with the Metro- 
politan for a quarter of a century. Mr 
Cox has been with the company for nine 
yeas. 


years district 





Sherman S. Kirk, agent in Des Moines 
for the Metropolitan Life, died suddenly 
Thursday. He was 59 years of age and 
has for years been one of the most pop- 





ular insurance men in the city. 








NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate Books, etc. 


ges 
e PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and ‘‘Little Gem,” Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 





— 











ISSUING NEW TERM POLICIES 


Security Mutual of Lincoln Has Series 
of Contracts, Convertible but 
Not Renewable 


The Security Mutual Life of Lincoln, 
Neb., has recently put out a new line 
of convertible, but not renewable term 
policies. They are for terms of five, 
10 and 20 years, and the loading has 
been reduced to such a point that they 


are only sold in amounts of $2,000 oF 
over. Up to age 55 they all contai 
waiver of premium disability. The five 
year term is convertible in three years: 
10-year term in seven years and 20-year 
term in 15 years. Annual dividends are 
allowed on them. 

The convertible privilege allows fot 
conversion at the attained age by merely 
exchanging the term policy for the new 
policy and paying the higher premium. 

hey may also be exchanged for a por 





icy with a higher premium at the ag 
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when the term was taken out, by pay- 
ing the difference in the reserve, and 
thus have the new policy take the date 
of the issuance of the term policy. 

The rates for a $2,000 participating 
non-renewable convertible term policy 
are: 

Age 5 Yr.Term 10 Yr. ls 20 Yr. Term 
20 $20.56 $21. $21 


0. .76 
21 20.7 3132 21.9 
ry) 20.84 21.44 22.24 
23 20.96 21.66 22.52 
24 21.12 21.86 22.80 
°5 21,32 22.08 23.14 
26 21.50 22.28 23.48 
27 21.68 22.52 23.84 
28 21.90 22.80 24.28 
29 22.14 23.06 24.76 
30 22.38 23.40 25.26 
31 22.64 23.74 25.84 
32 22.94 24.12 26.52 
33 23.26 24.52 27.24 
34 23.60 24.98 28.06 
35 24.00 25.48 29.00 
36 24.44 26.04 30.02 
37 24.92 26.66 31.20 
38 25.42 27.36 32.54 
39 25.98 28.12 33.96 
40 26.62 29.00 35.62 
41 27.32 29.98 37.40 
42 28.12 31.12 39.42 
43 29.00 32.38 41.66 
44 30.00 33.82 44,22 
45 31.20 35.46 46.94 
46 32.56 37.32 50.02 
47 34.08 30.44 53.38 
48 35.84 41.74 57.10 
49 37.84 44.40 61.20 
50 40.10 47.32 65.68 
51 42.64 50.62 70.58 
52 45.48 54.28 75.90 
53 48.64 58.34 81.68 
54 52.18 62.84 87.98 
55 56.12 67.80 92.76 
56 59.06 71.88 99.30 
57 63.62 77.66 106.74 
58 68.64 84.02 114.72 
59 74.22 91.04 123.28 
60 80.38 98.74 132.40 





MUTUAL BENEFIT 1924 SCALE 


Dividend Schedule on Additional Policy 
Forms Announced by Company 
Last Week 


The Mutual Benefit’s new 1924 divi- 
dend schedule, of which the three chief 
forms were given in detail last week, 
shows the following for additional pol- 
icy forms at five year intervals and for 
the first five and tenth policy years, per 
$1,000: 

15 Payment Life 
Dividend 


=—=—— 
Age Ist 2nd 3rd 4th 65th 10th 
SE cccce $4.43 a zs $5.11 $6. ‘7 $5.84 $7.95 
Pe 4.58 5.32 6.12 8.41 
OP ences 4.83 533 5.66 8.09 6.55 9.10 
.—C 5.17 5.63 6.10 6.60 7.11 9.96 
Titsnes 5.72 6.23 6.77 7.32 7.90 11.11 
DP seeks 6.48 7.07 7.68 8.32 8.98 12.56 
 tvees 7.65 8.33 9.03 9.75 10.49 14.37 
Po stees 9.39 10.16 10.94 11.73 12.53 16.68 
TF sccee 11.95 12.81 13.68 14.55 15.42 19.67 
—C ae 15.73 16.67 17.60 18.53 19.43 23.48 
, a 21.22 22.22 23.17 24.08 24.94 28.61 


15 Year Endowment 


—————_Dividend 


Age Ist 2nd 38rd 4th 5th 10th 
21 ..$4.89 $5.67 $6.49 $7.34 $8.23 $13.21 
25 -. 5.02 65.81 6.63 7.49 8.38 3.38 
30 .... 5.238 6.02 6.85 7.71 8.60 13.62 
35 . 5.56 6.36 7.19 8.06 8.96 13.99 
40 .... 6.03 6.84 7.69 8.56 9.47 14.52 
45 .... 6.73 7.57 8.43 9.32 10.24 15.29 
50 . 7.84 8.70 9.59 10.50 11.43 16.40 
55 4... 9.55 10.44 11.34 12.26 13.19 18.05 
60 ....12.03 12.97 13.91 14.86 15.80 20.43 
65 ..15.78 16.76 17.73 18.68 19.62 23.81 
5S Year Term 

——— Dividends———__, 
Age Ist 2nd 3rd 4th 5th 
Se atecnonet $2.34 $2.33 $2.32 $2.30 $2.29 
Gs 90.0 2.29 2.29 32.2 2.27 2.26 
I > any dash 2.26 2.25 2.26 2.25 2.24 
ise. amar a 2.25 2.26 2.26 2.27 2.28 
ee! 2.30 2.32 2.34 2.37 2.39 
| SS. 2.44 2.50 2.55 2.61 2.67 
is tao aden 2.79 2.92 3.03 3.14 3.26 
| Rs 3.4 3.66 3.85 4.04 4.22 
Tis « ocimtin 4.53 4.86 5.18 5.50 5.81 


25 Year Endowment 





Dividend 
Age ist 2nd 3rd 4th 65th 10th 
21 .... $4.47 $4.85 $5.25 $5.66 $6.09 $8.5 
3. 4.59 4.98 5.38 5.79 6.22 8.65 
20. 4.81 5.20 5.60 6.03 6.47 8.94 
3 .... 5.13 5.54 5.96 6.40 6.85 9.38 
40 .... 5.62 6.04 6.49 6.94 7.42 10.07 
; 6.35 6.82 7.30 7.80 8.32 11.15 
—- 7.49 8.02 8.57 9.13 9.71 12.71 
5 9.25 9.86 10. rH 11.11 11.75 15.03 
30 Year Endowment 

a Get bed lvidene 
ase Ist 2nd 38rd 4th 5th 10th 
og 7 84-38 $4.67 $4.96 $5.27 $5.59 $7.39 
> 4.50 4.79 5.09 5.40 5.73 7.56 
ie 4.72 5.02 5.83 5.65 5.99 7.87 
2 5.05 5.36 5.69 6.04 6.39 8.37 
s° 5.53 5.88 6.23 6.61 6.99 9.14 
. 6.27 6.67 7.08 7.51 7.96 10.37 

. 7.44 7.92 8.42 8.92 9.44 12.13 


PROVIDENT MUTUAL’S SCALE ; 











Additional Showing from New 1924 
Schedule Now Announced by 
Philadelphia Company 


Additional showings from the new 
1924 dividend schedule of the Provident 
Mutual Life, full schedules of which 
were shown last week for the three 
principal policy forms, are as follows at 
five year intervals and for first, second, 
fifth and tenth policy year, per $10,000: 


30 Payment Life 


——— Dividends——__, 





Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Children on vari of 
Life and Endowment plans, thus enabling parents to buy all of he Fane 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan, 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females al'ke. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 











Age Prem. ist 2nd 5th 10th 
a 6 $202.90 $37.20 $38.10 $41.50 $48.10 
25 221.70 38.6 39.60 43.50 51.30 
30 245.30 39.80 41.50 46.30 55.60 
35 275.60 42.60 44.26 650.10 61.80 
40 315.40 46.20 48.40 55.90 70.60 
45 369.80 51.80 54.70 64.70 85.30 
50 446.30 61.80 66.30 80.50 108.30 
55 555.30 80.50 86.60 106.30 143.30 
30 Year Endowment 
cm Dividends 
Age Prem. ist 2nd 5th 10th 
20 . $288.90 $43. 7 $45.60 $1.40 $62.50 
25 .... 295.30 44 45.90 51.90 63.40 
30 305.10 44. $0 46.70 53.00 65.30 
35 320.90 45.90 48.20 55.20 68.80 
40 346.40 48.50 51.00 59.30 75.10 
45 388.20 53.30 56.40 66.60 87.70 
50 455.10 62.60 67.00 81.30 109.20 
55 558.10 80.80 86.90 106.50 143.40 


25 Payment Life 
Dividends————__, 


Age Prem. 2nd 5th 10th 
20 .... $221.20 $38. 70 $39.70 $43.80 $51.20 
25 .... 341.30 40 41.40 45.80 47.40 
30. 266.10 41:60 43.20 48.50 58.90 
35 297.20 43.90 46.10 652.90 65.10 
40 337.30 47.90 50.30 58.30 73.80 
45 390.70 53.70 56.50 66.80 88.00 
50 464.50 63.50 67.80 82.20 110.00 
55 .... 568.50 81.80 87.60 107.30 143.70 
60 .... 717.50 112.30 120.70 147.20 196.90 


25 Year Endowment 
—— Dividends——-__, 


Age Prem. ist 2nd 5th 10th 
26 .... $353.30 $48.80 $51.20 $58.70 $73.40 
25 358.80 49.10 561.50 569.10 74.00 
30 366.80 49.60 52.00 60.00 75.30 
35 379.30 50.50 53.00 61.60 77.90 
40 399.90 52.70 55.60 65.00 83.00 
45 434.00 56.80 60.10 71.40 93.60 
50 .... 490.70 65.40 69.90 84.70 112.50 
55 .... 581.40 82.50 88.60 108.30 144.10 


66 .... 721.80 112.60 121.00 147.40 196.40 
15 Payment Life 
-—— Dividends 








Age Prem. ist 2nd 5th 10th 
a as 299.80 $44.70 $46.60 $52.60 $64.40 
25 326.10 46.50 48.60 55.40 68.50 
30 358.00 48.80 51.30 59.00 74.00 
35 396.70 51.80 54.60 63.50 80.60 
40 444.40 56.20 59.50 69.90 89.60 
45 504.10 62.20 66.00 78.70 102.40 
50 581.10 72.20 77.30 93.30 120.80 
55 .... 681.90 89.80 96.30 116.30 147.10 
60 .... 818.30 119.40 127.80 152.60 187.80 
65 .... 1,010.40 168.70 180.00 212.90 248.10 
15 Year Endowment 

———— Dividends—_"__, 
Age Prem, Ist 2nd 5th 10th 
20. $629.40 $70.40 $75.20 $90.20 $119.70 
25... 633.50 70.50 75.20 90.30 119.50 
30 ... 639.40 70.80 75.60 90.70 119.7 
35 647.80 71.30 76.20 91.40 120.20 
40 661.00 72.80 77.80 93.50 121.30 
45 682.80 76.00 81.00 97.30 125.30 
50 720.20 82.80 88.70 106.60 133.80 
55 781.80 97.30 104.10 124.40 150.00 
60. 882.70 124.00 132.40 155.90 182.00 
65 ... 1,045.40 171.10 182.10 213.10 237.60 

Five Year Term 

r——— Dividends 
Age Prem. ist 2nd 4th 5th 
20 . $107.00 $26.50 $26.60 $26.90 $27.10 
25 110.90 27.40 27.50 28.00 28.20 
30 116.50 28.60 28.90 29.50 29.80 
35 125.00 30.50 30.90 31.90 32.40 
40 138.70 33.40 34.20 35.70 36.60 
45 162.70 38.10 39.10 41.70 43.30 
50 208.30 46.00 48.20 53.40 . 56.40 
55 288.40 60.70 64.70 73.40 78.60 


Enforce Colorado Retaliatory Law 


Commissioner Cochrane of Colorado 
has notified all non-state companies 
licensed there to expect a change in 
their rates of fees and taxes due Colo- 
rado, under measures to enforce the 
state’s retaliatory law. He will attempt 
to equalize all discrepancies. taxing non- 
state companies what their home states 
are taxing or collecting from Colorado 
companies. Not much difference exists, 
but it is hinted to be Mr. Cochrane's 
plan to make this action retroactive. 
About 24 states are affected. 





Stephen Martindale, who conducted a 
local agency at’ La Crosse, Wis., and also 
acted as district manager there for the 
Northwestern Mutual Life, died last 
week of heart trouble, age 








Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42%. 

Interest earned upon mean invested assets 6.15%. 
Assets of $109 to each $100 of liabilities. 


1917, $54,193,000 
1922, $152,530,000 


Excellent direct general agency contracts available for Mis- 
souri, Kansas, Southern Obio and Virginia 


Business in force, Dec. 31, 
Business in force, Dec. 31, 











TOA RAE 
Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns te policyholders, and, except for an eteasional 
elight decrease in schedule, has maintained an upward trend in its returns. 

Im 1922 the Company paid in dividends to policyholders $30,046,105. 


Te ann cael Sie SHS ase teennetd Gams? to Oe (aceording to plan and age), 





The Mutual Life Insurance Compan 


of New York 
34 Nassau Street, New York 




















THIS YEAR 
New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923 














24 


THE NATIONAL 





UNDERWRITER 


December 6, 1923 











New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 
tive. 
Unusual contracts toagents. 
Several splendid agencies 
open in Iowa. 
Write fer information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, Iowa 








Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Coupeey 
in good territory—men who can 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 








MORE THAN 50% 


of the business written by some of our larger 

agencies is a direct result of Go mae Fidelity lead 
service. Our agents — 

ie w have a ny = the Fiead 

pany et 


ffice information. 

rate is a low-net-cost com: 
ing in 40 states. Full level aut poomiens 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 

Walter LeMar Talbot, President 

A few agency openings for the right men 
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LAW OBSERVANCE OF 
LIFE COMPANIES CITED 


(CONTINUED FROM PAGE 3) 


staffs of trained actuaries who are gov- 
erned by the _ highest professional 
standards. 


Observe Law of Mutuality 


There must also be a correct under- 
standing and observance of the law of 
mutuality. A life insurance company is 
composed of thousands of groups of 
policyholders whose lives were insured 
at different ages, on different plans, for 
different amounts and in different years. 
Each group consists of those who were 
insured in the same year, at the same 
age, and on the same plan. The law of 
mutuality is that no group shall be 
favored at the expense of another group. 
There is probably no law which can be 
violated with less chance of detection. 

It is the duty of the company’s actu- 
ary to make all computations relating 
to premium rates, dividends, reserves 
and surrender values. It is in such mat- 
ters that any violation of the law of 
mutuality would most commonly occur. 
It stands as a monument to the honor 
of the profession of actuaries that the 
law in question, with rare exceptions, 
has been generally observed. 

The law of mutuality works in other 
ways. When life insurance was in its 
infancy policies then issued were little 
more than a promise to pay the sum 
insured upon the happening of the con- 
tingency insured against. 


Voluntarily Liberalize Forms 


It is true that many of the provisions 
contained in present-day policies are 
required by law, but it is also true that 
they were found in policies before they 
were found upon the statute books. The 
laws governing the issue of life insur- 
ance policies are simply the record of 
what the best minds in the business 
have demonstrated to be sound and 
equitable. In many instances contract 
provisions are more liberal than the law 
requires. If all the laws governing the 
issue of policies should be repealed the 
contracts would be no less liberal than 
they are. The standards would be set 
as heretofore by the best companies and 
no company could afford to depart very 
far therefrom. 

No legislature could compel a com- 
pany to modify outstanding contracts 
by making applicable thereto the liberal 
provisions of the later policies. By rea- 
son of the unwritten law of mutuality 
it is a general practice with the com- 
panies to do this very thing, insofar as 


practicable. In consequence thereof old 
policies are as liberal as modern poli- 
cies. 


Without claiming that life insurance 
companies are more honestly managed 
than other corporations, because I do 
not believe that such is the case by and 
large, I can and do claim that if life 
insurance companies voluntarily observe 








Organization 
Methods Personnel 


Main Office: 40 Rector St., New York 





H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment 


Western Office: 327 S. La Salle St., Chicago 


Standardization 
Modern Office Planning 

















‘unwritten laws which are not known to 
the general public and for the non-ob- 
servance of which they would not 
therefore be criticised, it is reasonable 
to assume that they will at least equally 
observe the written law. 


Encounter Little Litigation 


Let us turn our thoughts to the law 
of contract. The sole business of a life 
insurance company is that of making 
and fulfilling contracts. There is this 
difference, however, between contracts 
made by life insurance companies and 
those made in the world of business 
generally. In the case of the latter both 
parties have to do with the framing of 
the contract, and it is fairly to be pre- 
sumed that both parties are equally. 
competent to frame the contract. With 
life insurance policies these things are 
not true. The contract is drawn in its 
entirety by the company, and in its es- 
sential provisions it cannot be varied to 
meet the views of the proposed policy- 
holder, because that cannot be done 
without violating the law of mutuality. 
Any ambiguity in the contract is re- 
solved by the courts in favor of the 
policyholder. The contract is also 
peculiar in that while the policyholder 
may terminate the contract at any time, 
the company cannot terminate it except 
in case of fraud, and then only within 
a very limited time after the policy is 
issued. 

On the surface of things it would 
appear that there is abundant reason 
to look for a large volume of contested 
policy claims. There is generally a sub- 
stantial amount involved and litigants 
do not lose sight of the popular preju- 
dice against corporations with large re- 
sources. Unscrupulous attorneys have 
not hesitated to make it their business 
to stir up litigation against insurance 
companies. If, in addition, the com- 
panies were disposed to try to escape 
from the payment of claims the number 
of contested claims would be greatly 
augmented. What are the facts? 

During the ten years ending Decem- 
ber 31, 1922, the records of one large 
and fairly representative company show 
the presentation of death claims in the 
case of 24,945 policyholders. The com- 
pany denied liability in the case of 83 
claims, or three-tenths of 1 percent of 
the total number presented. Twenty-six 
of these claims were compromised with- 
out litigation. Suits against the com- 
pany were instituted on account of the 
remaining 57. Twenty-five were com- 
promised before they came to trial. Five 
were abandoned by the plaintiffs. Eight 
were decided in their favor and 16 in 
favor of the company. Three are still 
pending. Of those which went to final 
judgment two-thirds were decided in 
favor of the company and one-third in 
favor of the plaintiffs. 


Bear Heavy Tax Burden 


The law officers of a life insurance 
company see that the company is pro- 
tected in the investments which it 
makes, that the policy contracts are 
properly drawn and that monies due 
thereunder are paid to the parties right- 
fully entitled thereto. They also see that 
the company properly meets its tax 
obligations. In view of the many and 
varied taxes imposed by the federal gov- 
ernment and by the several states and 
subdivisions thereof, and with constant 
effort on the part of the taxing authori- 
ties to increase existing taxes and to 
find new methods of taxation, unrelax- 
ing vigilance is required to meet and 








HARRISON B. SMITH, President 





resents 0 
ome 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 


portunity for liberal contracts covering definite territory with 
ce registry and with power of 


appointment of sub-agents 











resist, respectively, lawful and unlawful 
demands, 

Life insurance companies believe that 
the taxation of life insurance over and 
above the necessary cost of supervision 
is wrong in principle because it im- 
poses an inequality of the tax burden. 
The insured man is taxed while his 
neighbor with the same ability to pay, 
but who is uninsured, escapes. If the 
millions now collected by taxation from 
life insurance companies, over and 
above the cost of supervision, were col- 
lected as they should be from the gen- 
eral public, the cost of life insurance 
would be very materially reduced. Not- 
withstanding ‘their convictions regarding 
the injustice of life insurance taxation 
the companies do not try to evade any 
lawful tax. 

Has Spotless Record 


If the business of life insurance were 
on trial it would find its character wit- 
nesses in every town and hamlet in the 
country. Every beneficiary would rise 
and call the institution blessed. Our 
character witnesses would not stop with 
those who had received the benefits of 
life insurance. We might call those who 
are charged by the several states with 
the work of supervising the business. 
One of the primary duties of state in- 
surance departments is to see that all 
laws covering the business of life insur- 
ance are observed. Periodical examina- 
tion of the companies are made and 
voluminous reports are required yearly. 
No transaction goes unnoticed. That 
the insurance departments find little or 
nothing to criticise is abundant proof 
that obediencce to law is a fundamental 
of life insurance. 

At the present time there is a wide- 
spread moral restlessness. Old conven- 
tions are being broken. Men are vio- 
lently arrayed against each other and 
take the law in their own hands. Law- 
abiding citizens of former days are 
openly violating the laws and the Con- 
stitution which they have sworn to 
obey and sustain—and this for the un- 
substantial reason that they do not ap- 
prove of the law. Approval or disap- 
proval cannot control in the observance 
of our laws or our whole system will 
become chaotic. The present turmoil 
will subside; but no lover of his country 
can view the present situation compla- 
cently. Standing out against this back- 
ground the institution of life insurance 
pursues its triumphant progress, meet- 
ing and satisfying the demands of law in 
every particular. 


NORTHERN LIFE’S CHANGES 





Complete Reorganization of Company 
Effected—Manning Doherty of 
Toronto Is President 





A complete reorganization has been 
effected by the Northern Life of Lon- 
don, Ont., which has recently exper- 
ienced considerable internal trouble 
owing to the activities of its former gen- 
eral manager, who endeavored to se- 
cure the control of the company. All 
question of control is now definitely 
settled. 

Manning Doherty of Toronto has 
been elected president. Mr. Doherty is 
also vice-president of the Reinsurance 
Company of Canada and a director of 
the Ontario Equitable Life & Accident. 

S. C. Tweed of Waterloo has been ap- 
pointed managing director. Mr. Tweed 
is also prominentiy identified with other 
insurance companies, being president 
and managing director of the Ontario 
Equitable Life & Accident and vice- 
president of the Merchants Casualty. 
Both Mr. Doherty and Mr. Tweed have 
become directors of the Northern. 

Senator H. W. Laird of Regina, the 
other new director, is also vice-prest 
dent of the Ontario Equitable Life & 
Accident and the Reinsurance Company 
of Canada. 

The Northern Life has, at the present 
time, business on its books totalling $32- 
000,000, its assets amount to $4,500, 
and its surplus, as regards policyholders, 
amounts to $700,000. 
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SUBSTANDARD HAS BEEN 
GETTING THE LIMELIGHT 


More Than 100 Companies Now 
Have Departments for Hand- 
ling Impaired Risks 





SOME COMMENT OF TODAY 


Now Subject of Competition—Effect of 
“Shopping”—Blood Pressure a 
Danger Signal 





Substandard business has been receiv- 
ing the limelight in the last year or two 
from several directions. Written at first 
as an accommodation or to save the 
work an agent had put in on a case, it 
is now often a subject of competition. 
The Connecticut Mutual has just opened 
a substandard department, which is 
quite a notable event in itself. There 
are about 100 life companies with reg- 
ular substandard departments. 

It has been declared that every com- 
pany writes some substandard business 
It is asserted that whenever an appli- 
cant is refused the policy applied for 
because of slight physical impairment, 
but is offered another, the company 1s 
engaged in underwriting substandard 
risks. It is also stated that the mor- 
tality rate of several companies on their 
20 year endowment policies would 
make interesting reading, and that even 
companies opposed to the so-called sub- 
standard business could make some in- 
teresting mortality comparisons on en- 
downment policies. 


Can Draw Conclusions 


By substandard, however, insurance 
men mean the issue of other than stand- 
ard policies at standard rates, The sub- 
standard departments of several com- 
panies are now old enough to permit 
some conclusions to be drawn. Com- 
panies whose experience runs back sev 
eral years have felt some basis for 
changing their attitude towards differ- 
ent classes of impairment, but perhaps 
not so much as might have been ex 
pected. In other words the mortality 
on substandard has not been greatly out 
of line with that anticipated. The “flu” 
did, however, strike with severity in 
the substandard classes. 

Practice of “Shopping” Risks 


Competition for standard business has 
brought about a new element in selec- 
tion, emphasizing the need of keen wits 
and good judgment and steady nerve 
in the substandard department. Dr. 
Henry Wireman Cook of the North- 
western National Life recently published 
some suggestions on the dangers to the 
companies from the habit of “shoping 


around” that is followed by some 
agents. Substandard is often exciting 
business. Lowering the bars was a 


challenge to many agents who see more 
Profit in exercising their wits to get 
Policies for men who are keenly anxious 
for insurance, than in going out and dig- 
ging among the mass of unsold pros- 
pects, The field for the exercise of 
their wits ranges from holding down 
the rating on the slightly impaired to 
getting any kind of a policy for men 
who would gladly pay almost any price. 


Simultaneous Applications 


One of the tricks of the shoppers is 
to apply for policies in several com- 
Panies at the same time. Then the com- 
Pany offering the most favorable terms 
gets the business. 

here are two principal reasons for 
the simultaneous applications. One is 
to head off the rejection notices and 
second one or more of the doctors may 
Miss something in the medical examina- 





tion. With all applications going in at 
once, each company will find no rejec- 
tion on record at the time of its in- 
quiry and will make its offer and prob- 
ably send out a policy before it learns 
of the other applications, 

Value of Faithful Examiner 


The first line of defense on substand- 
ard business is an honorable medical 
corps. In one case of multiple applica- 
tions, one of the examiners was cau- 
tioned by the agent to suppress the ex- 
amination and ignore the case if he 
found anything out of the way. He; 
however, refused to be bound by the re- 
quest and consequently his company 
got a correct report of a rather bad con- 
dition, together with a letter on the 
facts of the case. With this tip the com- 
pany found that three or four others had 
also received applications and as no re- 
jections had come through it took the 
trouble in a friendly way to notify the 
other companies of its own information. 


Test of Backbone 


The shopping habit puts a good deal 
of pressure on a company’s backbone. 
Nearly all companies have definite sys- 
tems for rating up various impairments. 
If one gives a better premium or better 
policy than another the agent who 
loses the brokerage business is apt to 
complain loudly. The difference may 
be due to different formulas for the im- 
pairments found, and it may be due to 
different findings by the examiners. The 
agent does not philosophically accept 
the loss of the business with the reflec- 
tion that he will win next time. 

From the company’s standpoint the 
practice of shopping has an element of 
selection against the company that may 
be more or less serious. Naturally a 
company will get only the risk it has 
not rated up as much as the other com- 
panies. If a company gets only the 
risks on which it is lowest it will no 
get a true average on its own formula 
It is hard to say just how serious this 
danger is but it is noted with concern 
by some of the companies. 


Shows Waste of Time 


There is one angle to brokerage busi- 
ness that strikes some companies more 
than others. That is the waste of time 
bv agents fooling around on substand- 
ard offered by agents of other com- 
panies, Some comnanies appeal to their 
agents to let, brokerage alone on the 
ground that as a class it is not desirable 
for the company, the point being, at 
least inferentially, that a gift horse 
should not be worked to death. One 
company of considerable experience, 
and one that gave brokerage auite a 
whirl, has come to the conclusion that 
its agents can make more money doing 
their own work than thev can fooling 
around with substandard brokerage on 
which they have to divide commissions, 
or perhaps get very little themselves. 
This company is not puttine on restric- 
tions in any way. It is simply trying 
to “sell” its agents on the idea that they 
are wasting time on brokerage, and it 
has a good many of them converted. 


Brokerage Not Always Easy 


The theory that a substandard policy 
is easiest to deliver does not stand up 
in practice, at least when the brokerage 
artists get to work. The substandard 
specialist can’t help bragging to his 
prospects about what a good policy he 
can get, or what a low rate compared 
with agents who know less about sub- 
standard. Therefore. the policy offered 
is frequently much less favorable than 
the prospect has been led to expect. 

It may be true that ordinary substand- 
ard risks, that is those believed to be 
standard at the time they are written 
up but offered a rated-un policy on ac- 
count of an unexpected impairment, are 
usually eager to secure the insurance 
if the reason for the rating up is care- 
fully exnlained by the agent, althouch 
even here there is occasionally difficulty 
in delivering the policy issued, 

he most frequent impairments in 
connection with substandard insurance 





Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








Nearly 1 44 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan.1,1913 Jan.1,1918 Jan. 1, 1923 
Assets ...........+-$ 6,695,921 $ 14,008,422 §$ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive rtunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 


Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, Kansas 


Executive Offices 
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are the cardio-vascular-rental type, in- 
cluding albuminuria, heart murmurs and 
high blood pressure; overweights are 
another frequent type. Heart murmur, 
albuman and overweight usually con- 
stitute half of the entire total of sub- 
standard risks. 


Studying Blood-Pressure 


There is a tendency to regard blood 
pressure more and more seriously, es- 
pecially if it is combined with even 
slight renal impairments; when such 
combination exists a very high rating is 
required. This was brought out in a re- 
cent paper presented by Arthur Hunter 
before the Actuarial Society at its re- 
cent meeting in Toronto. High diastol- 
ics are regarded as very serious, The 
danger point, even for substandard in- 
surance, is 105 and very few companies 
are now accepting any risks with a di- 
astolic of more than 108. 





Frederick H, Ecker, vice-president of 
the Metropolitan Life, was a member of 
an inspection party composed of directors 
and officials of the St. Louis & San Fran- 
cisco Railway Company who left St. 
Louis recently for a tour of the railroad's 
lines and terminals. They will visit 
Kansas City, Memphis, Birmingham, 
Sprinfigeld, Mo.; Tulsa, Oklahoma City 
and Fort Smith, Ark. 





California 
CALLS YOU 


to come and live a prosperous and 
happy life in the Sun-Kissed, ocean- 
washed, mountain-girded Lane of 
Enchantment, on the golden shore of 
peace. Every day is a galaxy of joys, 
the climate is like the breath of love, 
and truly it is here in this wonderland 
that you will find the gold at the end 
of the rainbow. The insurance busi- 
ness is 30% better and 75% EASIER 
TO WRITE here than in the old, 
conservative, less-progressive country 
where you now are. If you want to 
live in this magic land, building a 
prosperous business of your own un- 
der a big FIRST YEAR and LONG 
RENEWAL _ commission _ contract 
with the high-powered SUNKIST 
agency of the CENTRAL LIFE 
ASSURANCE SOCIETY, DES 
MOINES, IOWA, that furnishes you 
live prospect leads, financial assist- 
ance, interested and helpful encour- 
agement, and TEACHES you 
SALESMANSHIP write at once to 


WM. H. CARTER, GENERAL 
AGENT 

1115 Lane Mortgage Bldg., 

Los Angeles, California. 


(Honestly It’s The Best Policy) 








Business Getters! 


Write to Mabel D. Olmstead, 1201 Standard 
Trust Building, Chicago, Ill. (Dept. B), tor free 
samples of clever Insurance circulars that proved 
value in securing prospects: 


“IN JUST A MINUTE” 


(Health and Accident) 


“BABY LETTER” 


(Life) 
“THE THINGS MEN LIVE FOR” 


(Life) 


“VANITY FAIR” 


(General Insurance) 





























GROUP INSURANCE INCOME AND PAYMENTS 
During the Year Ended December 31, 1922 
From Statements to Connecticut Department 














Metro- Connecticut 
Equitable politan Prudential Aetna General Travelers 
Premium Income....$4,611,725 $3,999,253 $611,650 $3,430,813 $978.667 $5,088,267 
Claims Paid ........ 775,335 ,254,387 381,193 2,344,807 579,490 3,597,271 
Dividends Paid 745,384 374,672 48,273 ee 1 6 ehnase™ odewers 
Other Payments to 
Policyholders .....  «+..-- Be ee rr >) Pearse 
Total Payments .... 3,520,719 2,650,779 429,466 2,346,286 626,603 3,597,271 
Ratio of Claims to ° 
Premiums ........ 60.2% 56.4% 62.3% 68.3% 59.2% 70.7% 
Ratio of Dividends 
to Premiums ..... 16.16% 9.37% 7.89 % Oe ee 
Ratio of Total pay- 
mentsto Premiums 76.34% 66.28% 70.21% 68.39% 64.03% 70.70% 
IS COMMENDED IN REPORT | PUSHING CONSERVATION WORK 





Life & Casualty of Tennessee Given 
Good Word in Departmental Exam- 
ination by District of Columbia 





The departmental examination of the 
Life & Casualty of Tennessee, recently 
completed by the District of Columbia, 
has given the company a clean slate and 
special commendation on several of its 
practices, The examination report speaks 
well of the officers and management, re- 
ferring especially to the bonding system 
of all employes in responsible positions, 
including district managers, superinten- 
dents and district agents. In comment- 
ing on the assets of the company, the 
value of the home office building and its 
prominent location is given special men- 
tion. The report states that the company’s 
system of computing reserves has been 
most acceptable. The company also 
carries a contingent reserve of $300,000 
for its health and accident policies, 
which is especially commended by the 
examiner. Reference is also made to 
the employees savings fund. The ex- 
aminer states that the accounting sys- 
tem of the Life & Casualty is one of the 
best and most complete he has ever had 
the privilege of examining. The books 
of record are set up to comply with the 
insurance blanks and are very easily 
checked from the original record to the 
general ledger. The examiner states 
that this particular department is of the 
highest grade and one which the com- 
pany may justly feel proud. The com- 
pany was shown to be strong and »rns- 
perous and a very healthy working 
surplus. 


Adds to Office Building 


THe NATIONAL UNDERWRITER is com- 
pleting an addition to its building at 
420 East Fourth street, Cincinnati, 
which will give it a total of about 7,200 
feet of floor space. The building is a 
former residence and comprises three 
stories, basement and attic, on a lot 
123 feet deep. The new addition car- 
ries the building back to the alley in the 
rear. 

The Cincinnati office of THe Na- 
TIONAL UNDERWRITER now houses about 
50 people who are engaged in various 
departments of the company located at 
that office. 





Denver School’s Commencement 


_ Nine graduates of the school of life 
insurance of Denver University received 
their diplomas at the commencement 
exercises held there last week. The 
graduates were Rose B. Bristow, Bird 
D. Bailey, Virgil L. Brown, Claude B. 
Gilmore, Beulah Hawes, M. A. Hut- 
terer, Ruth Kimmell, John Oelrichs and 
Thomas E. Price. 

The graduating class held a reception 
in honor of the faculty and their wives, 
comprising Director and Mrs. H. W. 
Wood, Dr. and Mrs. J. E. Bentley and 
Prof. and Mrs. Louis H. Baine. 








New Notes For House Organs 


A house organ or sales message well illustrated is out of the rut. It 
over. Cartoons give it the necessary pep. for proof sheets. 9 


BUSINESS CARTOON SERVICE 
35 South Dearborn Street, CHICAGO 





Connecticut Mutual Now Stressing This 
for Attainment of $500,000,000 
Goal by Jan. 1 





With $500,000,000 insurance in force 
as the goal for Dec. 31, 1923, the Con- 
necticut Mutual Life is giving much 
attention at this time to conservation 
work. H. N. Chandler, assistant secre- 
tary of the company, has reviewed the 
conservation experience of 1922 and out- 
lined a schedule necessary for the 
achievement of the record this year. Mr. 
Chandler reports that ten out of every 
11 applications submitted last year were 
issued. This feature has already been 
improved, the rate of declination for the 
first quarter of 1923 being much lower 
than that of last year. 


“Not Taken” Important Item 


He said that the largest negative 
items is the insurance applied for and 
issued but undelivered and he states that 
this is merely a matter of salesmanship 
and its improvement rests entirely with 
the field forces. In this connection he 
refers to the selling of a life insurance 
program as one of the best means of 
eliminating “not taken” policies. One 
item that reduces insurance in force is 
expired business, policies in their last 
year, and Mr. Chandler puts this to the 
agent also. He states that the agent can 
in many cases replace these with a new 
policy and, if it is term insurance, con- 
vert it during the last year. The great- 
est item in reducing insurance in force 
is that of surrendered and lapse policies. 
Mr. Chandler urges greater work in 
preventing a surrender or lapse of a 
policy, notably the first, stating that 40 
percent of lapsed policies are revised, 
but that it is seldom that a surrendered 
policy is ever replaced on the books. 

In connection with the reduction of 
lapses William P. Barbour, Jr., asso- 
ciate actuary of the company, has re- 
viewed the experience during 1922 on 
automatic premium loans. Mr. Barbour 
reports that in 1922 the company made 
$4,920 premium loans averaging $45.48 
each on an estimated amount of $7,100,- 
000 of insurance. A number of policies 
on which premium loans were made 
represent 24 percent of the increased 
policies in force by the year. Mr. Bar- 
bour presented figures to show that the 
number and amount of premium loans 
which are repaid in cash during the life- 
time of the policyholder are very small, 
the figure showing that of all premium 
loans repaid, only 36 percent has been 
in cash. He shows that this means that 
in nearly two-thirds of the cases the 
first premium loan has been a fore- 
runner of persistently increasing in- 
debtedness, a steady reduction in policy 
values and the cancellation or surrender 
of the policy. The increase is indicated 
by the figures of the Connecticut Mu- 
tual, which show total premium loans of 
$375.745 in 1922, $210,432 in 1921, $92,516 
in 1920 and reduced amounts down to 
$3,154 in 1915. 





J. R. Prigmore, former agent for the 
Penn Mutual Life, is held in the county 
jail at Seattle in lieu of $1.500 bonds on 
a grand larceny charge. He is alleged 
to have retained premiums collected 











from the company’s customers after he 
left its employ, totaling $700. 





LIFE POLICY NEEDED 
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ESTATE SHRINKAGE IS GREAT 





Los Angeles Case Cited to Show Dis- 
appearance of $4,000,000, Once 
Owned by Deceased 





One of the most striking cases of es- 
tate shrinkage was recently cited by the 
Los Angeles “Express” in showing the 
decrease of the estate of the late Jacob 
C. Van Blarcom, a banker, from $4,000,-. 
000 to $50,000. The estate of this banker 
was listed as $4,000,000 and it was rec- 
ognized as sufficiently sound to avoid 
the pressing of creditors. It was so 
sound indeed that it carried obligations 
of $2,000,000. This loss, added to the 
heavy shrinkage from unsound invest- 
ments, practically wiped out the entire 
estate. While the beneficiaries or “would 
have been beneficiaries” saw a $4,000,000 
estate upon the death of the banker, 
it was but a short time before it was 
realized there was no estate remaining. 
This is a striking example of the pur- 
pose of life insurance in assuring an es- 
tate to creditors and beneficiaries. Had 
sufficient life insurance been carried to 
meet the claims of the creditors and 
carry the estate intact oyer a sufficient 
time to permit of a profitable sale of 
securities, the $4,000,000 estate would 
have been turned over to the bene- 
ficiaries with little or no loss. 


Limit “C. D.’s” in Minnesota 

Commissioner Wells has notified all 
life companies operating in Minnesota 
that he will after Jan. 1 enforce a ruling 
made by the attorney general several 
years ago and which has since been 
overlooked, to the effect that “credit will 
be allowed for certificates of deposit pay- 
able on demand only to the extent of 
10 per cent of a company’s total ad- 
mitted assets.” 

The ruling which Mr. Wells now en- 
forces is liable to cause some little 
difficulty for companies which have been 
in the habit of carrying a large number 
of deposits with various small town 
banks in order to get the aid of the 
local banker in writing business. Many 
companies have also been following the 
practice of giving agents full credit on 
settlements for funds carried as “ 
D.’s” with the banks in the agents’ 
respective home towns. 





Holds Change of Beneficiary Valid 


The court of appeals at Frankfort, 
Ky., last week held that if a_ policy 
carries the right of change of bene- 
ficiary without notice to the beneficiary, 
the change can be made and beneficiary 
has no right to the proceeds, having no 
vested interest in the policy. The case 
was that of the wife of a policyholder 
against the latter’s mother, seeking the 
proceeds of a policy taken out for the 
benefit of the wife and later assigned 
to the mother. The court has held that 
the wife had no vested interest in the 
policy and the insured had the right to 
change it at any time. 


Winslow Russell in Oklahoma 


The Phoenix Mutual Life is planning 
to invest “more millions in Oklahoma 
farms,” Winslow Russell, vice-president 
of the company, said re@ently in an ad- 
dress before the Oklahoma City Lions 
Club. Mr. Russell declared that, after at- 
tending the trial of Oklahoma’s impeached 
governor, he was convinced that this 
action was in the hands of 41 honest 
men, who wanted to put Oklahoma back 
where it rightfully belonged. George 
C. Summy, Oklahoma manager for the 
company, introduced the speaker. 





Hiram T. Lewis, manager of the Mu- 
tual Life of New York, at Fargo, N. D. 
is captaining the team of workers which 
is to canvass the insurance workers 0 
the city in an effort to raise $6.000 for 
the Salvation Army campaign. The clty 
has been divided according to industria 
groups. 
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Five Big Chicago Producers of Business 
Tell of How They Are Closing Cases and 
What Are Most Compelling Arguments 


an insight into how the other fel- 

low gets his business. An individ- 
ual salesman sometimes gets into a rut, 
“goes stale,” and commences to feel 
that his selling arguments and methods 
lack force and “punch.” Anyone in 
that frame of mind can be helped by 
learning something about the methods 
that others are following. For the pur- 
pose of finding out what five typical 
producers of Chicago business are do- 
ing, what arguments they are advanc- 
ing, what selling points they are 
stressing, and just how they are closing 
most of their cases, a representative of 
Tue NATIONAL UNDERWRITER visited sev- 
eral of the leading Chicago general 
agencies. 

The result of these interviews is here 
given. THE NATIONAL UNDERWRITER re- 
porter picked these men at random, 
making sure only that each man inter- 
viewed is producing a good volume of 
business. 


Nan insight is more interesting than 


* * * 


B. A. McGee, Massachusetts Mutual 


—Question—“Do you do any cold can- 
vassing?”’ 

“Yes, I write probably 90 per cent of 
my business in that way.” 

“Well what do you say? What ap- 
proach do you use? How do you get 
in? 


“Let me answer that by citing a few 
cases that I have closed recently. The 
other night I was walking down Sher- 
idan Road. I saw a young fellow and 
a girl with a baby carriage. They had 
a young baby, and were out for a 
stroll. They were well dressed and ap- 
parently in good circumstances. I fol- 
lowed them as they walked up one side 
of the street and down the other. 
Finally, after about 20 minutes, they 
turned off into a side street, and upon 
reaching a good looking six-flat build- 
ing, turned in. I walked across the 
street. The building was dark. I saw 
the lights flash on in the second apart- 
ment on the right-hand side. Crossing 
the street, I went to the speaking tube, 
located the right one which was labeled 
let us say, John A. Jones,’and rang 
the bell. When a voice came down 
the speaking tube, I said, ‘Mr. Jones, 
lam a near neighbor of yours. I live 
about two blocks east. I know it is 
pretty late, but I want to see you for 
just a few minutes if I may.’. I was 
told to come right up. When I reached 
the door of the apartment I said, ‘Mr 
Jones, I want to apologize again for 
the lateness of the hour, but your home 
'S so close to mine and your office is 
so far away that I thought I would see 
you here. I have a business matter to 
discuss with you, and if you don’t mind, 

would like to come in for a few min- 
utes.’ He invited me to come in. When 
we were seated in the living room where 

We found his wife, I said, ‘I am with 
the Massachusetts Mutual Life. My 
company has heard about this little 
baby that has come to your home. The 
company wanted me to come out to 
See you.’ I then went right on with a 
tie insurance solicitation. I sold the 


| Now, then, I know there are many 
ie would object to an approach of 
bin’ kind. But in any cold canvass the 
' point is naturalness. If the pros- 
Pect really believes that you have come 
out especially to see him and are not 
just rattling about aimlessly, approach- 
ing any prospect that you can lay your 


hands on, he will talk to you. He be- 
dns that the interview has been in- 
vidualized. 


ere is an approach that I use that 





gets me about half the business that I 
put on the books. I walk along a street 
in the evening and see a fairly pros- 
perous looking apartment building. In 
such a building are to be found people 
who will buy life insurance. So I step 
into the hallway, look over the names 
that are on the speaking tubes, and after 
striking one that hits my fancy, I ring 
the bell. I often follow hunches in 
selecting names. Some names don’t 
appeal to me at all for no particular 
reason, but I just feel that if 1 try to 
sell the man, I could not close the deal. 
So after choosing what seems to me 
like a good name, I ring the bell. When 
a voice answers, I ask, ‘Mr. Smith? I 
am a near neighbor of yours. I live 
about two blocks east. I want to know 
if 1 can see you for a couple of min- 
utes.’ I cannot recall when anyone has 
told me that it was too late or that 
they would not see me. When I get 
upstairs, there stands the man in the 
doorway, only about half-convinced that 
he should talk to me: When I see him, 
I again apologize for the lateness of the 
hour, explain that his office is far re- 
moved from mine, and usually he in- 
vites me in. Whether he does or not, 
I begin by telling him plainly that I 
am with the Massachusetts Mutual. I 
usually say, ‘I am with the Massachu- 
setts Mutual Life Insurance Company. 
My company has sent me out to see 
you. They want me to check over your 
life insurance with you. Let me see,— 
how much do you carry with the 
Massachusetts Mutual? If he happens 
to carry a policy, of course, the inter- 
view is simplified, but if he doesn’t, I 
ust say, ‘Oh, is that so?’ and go right 
on with my selling talk. Now there 
may be many who would hardly believe 
that an interview opened in this way 
would turn out favorably. But think of 
the circumstances. Here is a man in 
his own home who has invited me to 
come in, who understands that I am a 
neighbor, and who does not feel so 
much inclined to be brusque with me 
as he would in his own office. Per- 
haps, his wife and children are in the 
room. He gives me much more cour- 
teous attention than he would in his 
own office where there are a dozen 
other demands on his time, interrup- 
tions and the thought in his mind that 
he must get rid of me and get on with 
his regular work. So, he will at least 
listen to what I have to say. Usually, 
he has no thought of buying any life 
insurance but just feels that for de- 
cency’s sake, he will listen to my story. 
That is all that I want any man to do, 
or-all that any other good life insurance 
man wants any prospect to do. Most of 
us need only a chance to tell our story 
to a man who will listen attentively. If 
a man will hear me through and then 
won’t buy, I have no complaint. 


Prospect Pleased With 
Individual Attention 


“My principal point in cold canvass- 
ing is, establishing in the prospect’s 
mind the thought that I have come out 
to see him, and to see him alone. I 
think everyone resents peddling or hit 
or miss canvassing. When I tell a man 
that my company has sent me out, he 
will often ask how the company ever 
happened to get his name. I will then 
say, ‘I can’t tell you how they get 
them. It keeps me busy running them 
down, but I do know that every man 
whose name the company gives me has 
some definite life insurance need or I 
would not be given his name.’ Then I 
dismiss the whole question entirely. I 
never tell a man, I thought I would 
just drop in on you to talk about life 





insurance, or say anything else of the 
sort which would for one moment allow 
a man to believe that I was just roam- 
ing about attacking all likely looking 
prospects. If the prospect believes that 
there is a definite object in my call, if 
he is convinced that the company has 
sent me, if he feels that in some way 
his name has been furnished to the 
company as a life insurance prospect, he 
then believes that there is some object 
to my interview and some excuse for 
my having broken in on him. 


Most Prospects Are Not 
Adequately Insured 


“My system works because most men 
are woefully underinsured. Rare in- 
deed is the man who carries too much 
life insurance. For that reason I know 
that practically every man I strike 
needs what I have to sell, whether he 
is willing to admit it or not. Nearly 
every man who carries $5,000 or $10,000 
worth of life insurance, thinks he is 
doing wonders for his family until he 
is shown what a small amount of actual 
protection such policies afford. In 
brief, any man who will give me or 
any other life insurance agent ten min- 
utes of concentrated attention, can be 
sold on the spot, or can be deeply inter- 
ested in life insurance that he will buy 
a little later.” 

* om ~ 


Homer D. Lininger of Faltysek & 
Lininger, general agents, Equitable 
Life of Iowa—‘“Nearly all of the per- 
sonal business that I am closing now- 
adays is the result of leads that I get 
out of the real estate magazine, the 
Economist. In this magazine are 
shown all of the mortgages that are 
closed during the week. I take down 
the names of all of those who have 
mortgaged their property, and then go 
after them for life insurance. I can 
open up by explaining that I have no- 
ticed the closing of a mortgage. With 
this introduction I proceed to show how 
the purchase of any piece of property 
which is encumbered with a mortgage 
is the taking on of a liability and not 
an asset. As simple as this truth is, 
it is remarkable to find the number of 
men who, when they buy a home or 
business piece of property, think that 
they have improved their financial con- 
dition considerably, even though the 
property may be quite heavily mort- 
gaged. A man buys a $20,000 home, 
ior instance. It is mortgaged, we will 
say for $9,000. Most men do not stop 
to realize that if they died, they would 
leave their family with a $9,000 liability 
in addition to an $11,000 asset. I talk 
about mortgage insurance instead of life 
insurance, and base my whole canvass 
on the necessity of having a sufficient 
amount of life insurance, not only to 
pay off the mortgage, but to leave some 
real cash protection over and above the 
amount a the mortgage.” 

ss 6 


Jens Smith, general agent, Pacific 
Mutual—“Our men are not talking life 
insurance at all in getting their inter- 
views these days. They are going out 
with our non-cancellable accident and 
health policy. They are talking to men 
who are able to buy $400 or $500 a 
month of non-cancellable disability in- 
surance. Such men have plenty of 
money. A medical examination is re- 
quired, and our agents always order 
life insurance at the time they get the 
non-can policy. The record of our com- 
pany shows that 40 per cent of the life 
insurance so ordered is actually de- 
livered. 

“Here is why. Our agent goes to a 
man and talks to him about non-cancel- 
lable protection — protection of his 
monthly income. The man becomes in- 
terested. He sees that if he should be- 
come totally disabled, put out of busi- 
ness for life, his family would need at 
least $400 or $500 a month to keep 





going. So he buys a policy providing 
that much indemnity with the first 
three months or so eliminated. After 
he has had firmly planted into his mind 
the need of protecting his income, it is 
only another step for the agent to fol- 
low through with the argument that he 
should protect his family against the 
entire loss of his income due to death. 
If a man is so convinced that income 
protection is a good thing that he is 
moved to buy a non-cancellable accident 
and health policy, it is a rather poor 
salesman who cannot show him the 
necessity of being entirely protected by 
having life as well as disability cover- 
age. Since our company has had such 
a success with its non-cancellable con- 
tracts as a stimulator of life insurance 
interests, I have not been able to under- 
stand why other life insurance agents 
even though they may not be able to 
offer non-cancellable policies, have not 
used the disability insurance argument 
in approaching prospects. Everyone 
knows that it is easier to sell accident 
and health insurance than it is to sell 
life insurance. Consequently, when the 
sale of life insurance is made easier 
through the placing of a disability pol- 
icy, whether non-cancellable or not, I 
should think that more life insurance 
men would follow this plan of opera- 
tion.” 


* * * 


Alfred MacArthur, home office 
eral agent, National Life, U. S. 
“What do you want? Advice to agents? 
How to do it? Well, don’t argue with 
a prospect about whether you are going 
to send the doctor or not. believe 
there is entirely too much time wasted 
in closing most life insurance sales. 
This, that and the other phase of life 
insurance is gone into, and the pros- 
pect is worn out, bewildered and con- 
fused. If I know that a man needs life 
insurance and can buy it, and yet he 
holds out on me for some reason or 
other, I just tell him finally that I am 
going to send the doctor around. He 
tells me not to, that he won't see the 
doctor and all the rest of it, but I just 
go through with the thing. 

“Now, the point to remember is that 
no matter how rough a prospect may 
treat you, he will never treat the doctor 
the same way. Most men have been 
accustomed to taking orders from the 
doctor all their lives. Remember when 
you were a boy, how the doctor used to 
come in and say, ‘Well, well, how is 
the young man today? Let me feel 


i= 


your pulse. Stick out your tongue. Put 
this thermometer in your mouth, Do 
this, do that.’ And so it has been 


through life. Men who will take orders 
from no one else become as docile as a 
lamb before a doctor. So when a life 
insurance doctor appears on the scene, 
even though the prospect has railed 
against the idea of seeing him, if the 
doctor is brisk and business-like he can 
get an examination. 

“Then about 75 percent of the battle is 
over. I come on, and I have something to 
show. I have my samples. I have my trunk 
open. Before it was all vague and indefi- 
nite. Nothing tangible. Did you ever stop 
to realize that most people cannot think 
abstractly? If you have something that 
they can touch or taste or see or smell, 
they understand you. But an intangible, 
abstract proposition is over the heads of 
even smart men. Bring around some- 
thing that a man can do something 
with, that he can handle, and look at, 
and examine while you are talking to 
him. That’s what will close the busi- 
ness. So my little policy made out for 
the particular prospect individually does 
the trick. I take the policy and read it 
to the man. Or at least, I read him the 
first few sentences. I read him espe- 
cially that part which says that the pol- 
icy will pay his wife $25,000. Then I 
ask him if he wants to cheat his wife 
out of the $25,000. Perhaps I cannot 
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state it just that baldly, but I get over 
that idea to him. He can now see what 
I have got. My life insurance talk 
ceases to be a solicitation, but an invi- 
tation to buy a good sound security and 
positive protection for his wife. Sample 
policies won’t do the trick. I mean these 
contracts that many companies use that 
have ‘Specimen’ stamped all over them. 
They don’t interest a prospect. Give 
them his own policy with his own name 
on it and his wife’s name. It is his. It 
was made for him. It belongs to him, 
and if he turns it down, he is turning 
down his own wife.” 

* * 


Raymond Mills, assistant manager, 
Mutual Life of New York—“All of the 
men in this agency who are writing a 
big business by cold canvassing are 
making mighty good use of the new city 
directory. One of the biggest producers 
is using this system. He decides that 
he wants to work in a particular build- 
ing, say, the Otis building. He then 
spends probably a day getting the names 
of all of the corporations with offices 
in the building. He lists these up by 
floors, beginning with the top. Then 
he returns to the office and looks up 
these concerns in the new city directory, 
which gives the names of all of the offi- 
cers of all corporations. Equipped with 
this information, he walks into the cor- 
poration’s office and asks for Mr. Jones. 
Perhaps he is told that Mr. Jones is out. 
He has in his mind the names of all of 
the rest of the officers of the corpora- 
tion and says, ‘Well, is Mr. Brown 
here?’ Thus, if he is told that Mr. Brown 
is also out, he will then say,.‘Then, is 
Mr. Smith or Mr. Walker or Mr. Brooks 
here?’ The telephone girl is convinced 
that the caller is someone who knows 
the men in the corporation well, and 
will usually respond that someone of the 
official family is in. Our man will be 
ushered in often without being asked the 
nature of his business. Then he can 
make his solicitation, always beginning 
with the statement that he only wants 
two or three minutes, and that he is 
really calling to make an appointment. 
Then he states who he is and what he 
has to sell and tries to get the man’s 
age, size of his family, age of his wife, 
etc. It is surprising how many substan- 
tial business men will give out these 
facts. Perhaps this is because they feel 
that by doing so they are going to get 
rid of the salesman. He states at the 
very start that he only wants to gather 
the facts, and that he is going to call 
with the rest of the proposition later. 
He repeats this very soon after the in- 
terview is onened. In this way, he sets 
the prospect’s mind at rest. He gets the 
facts and leaves to return about a week 
later with a definite proposition. Upon 
returning the second time, it is not al- 
ways so easy to get in, but it is easier 
than you might think. A man who has 
told a salesman his age and given other 
rather personal facts about his family is 
freauently willing to follow it up with 
an interview, even though he may not 
believe he is going to buy. This system 
is much better than any which provides 
a salesman with only one name when 
he goes into an office. If a man has 
three or four or five or six names to 
present to the telephone girl, he has a 
much better chance of finding someone 
in.” 


Arrange for Kansas Blanks 


Companies operating in Kansas will 
not be denied the privilege of making 
annual reports to the state insurance 
department. A law passed by the last 
legislature provided that all departments 
supported by fees should pav for their 
printing. But the insurance denartment 
while it is the biggest fee collector of 
all departments, does not get to use 
these fees but must turn every dollar 
into the state treasury and the expenses 
of the denartment are paid from direct 
appropriations. The legislature did not 
make any appropriation for printing the 
annual statement blanks 

The state printer at first refused to 
honor the requisition for these blanks. 
The attorney general sustained the 
state printer’s view for a time. There 
were a number of conferences and the 
final order was that the blanks would 
be supplied by the state printer. They 
have been ordered and will be ready 
to be sent out at the regular time. 





CITES FUNDAMENTALS 


PREPARATION FOR A BUSINESS 


H. S. Nollen, President of Equitable 
Life of Des Moines, Addresses Iowa 
Teachers’ Association 


H. S. Nollen, president of the Equit- 
able Life of lowa, addressed the com- 
mercial section of the lowa State Teach- 
ers Association on “Preparation of the 
Student for Practical Office Work.” 

“An education is an absolute necessity 
in the modern business world,” declared 
Mr. Nollen. “We do not employ any- 
one who has not had the benefit of a 
high school education. It is also imper- 
ative that each employe know the mean- 
ing of courtesy and practice it at all 
times.” 

Any person starting work in an office 
of any concern must be able to fit into 
the surroundings and by doing this will 
not only beneft and aid the company, 
but will also create a better spirit than 
could have existed heretofore. Mr. Nol- 
len brought the fact of the importance 
of the person’s willingness to coordinate 
with the others in the office and neces- 
sity of submission to orders of superiors 
if the business is to develop and prosper. 
He told the teachers that failures in 
both profession and business is largely 
a result of failure to use discriminating 
judgment, and this comes from lack ot 
intelligent application. The study of 
books is not enough; there must be an 
intuition that dominates action. A lazy 
intellect is just as reprehensible as a 
lazy body. 


Colored Company in Difficulties 


A petition for a receiver for the Lib- 
eriy Life, of Evansville, Ind., of which 
colored people are the officers, has been 
filed in superior court there by John J. 
White, one of the stockholders. White 
claims the stockholders have become 
entangled over a controversy as to who 
are the officers of the company. He 
says one group claims one set of men 
as officers and another group claims 
another and that all is chaos in the af- 
fairs of the organization and that be- 
cause of this the affairs of the company 
can not be properly transacted. The 
company was organized about three 
years ago with headquarters in Evans- 
ville and is said to have done business 
among colored people in many states 
of the Union. John W. Spencer, Evans- 
ville attorney, was named as receiver. 


Security Mutual’s Good Showing 


The Security Mutual Life of Lincoln, 
Neb., passed the $3,000,000 new business 
nmiark Oct. 1, and had written as much 
to that date in 1923 as it had in all of 
1922. By Nov. 1 it had passed the 1921 
mark, and President E. B. Stephenson 
expects that when the year’s business is 
closed up it will exceed in volume the 
previous high year of 1920. Consider- 
able new business is being written 
among the farmers, who are feeling 
much more optimistic than for three 
years, with a big corn crop being mar- 
keted at 50 percent above the usual 
price, and fine rains putting wheat in 
good shape for the winter. 

“City business,” says Oak E. Davis, 
general agent at Lincoln, “made it pos- 
sible for the company to keep up its 
good record for the past year. To date 
this year, however, it has been but 44 
per cent of the total. Next year coun- 
try business will run 75 percent of the 
total.” 


Life Notes 


William H. Folwell has been elected 
a director of the Girard Life of Phila- 
delphia. 

General Agent Harry W. Meacham of 
the Missouri State Life at Marietta, O., 
is seriously ill with influenza. 

Cc. T. Jaffray, a director of the North- 
western National Life, has been elected 
president of the Soo railroad. 





HEALTH IS IMPORTANT 


__— 


DISEASE DISABILITY GREATEST 


Connecticut Mutual Figures Show That 
Such Claims Under Disability Clause 
Exceed Accident Claims 


The Connecticut Mutual Life has 
compiled some figures on the causes of 
disability under the disability clause is- 
sued with life policies, indicating that 
disability is more a matter of disease 
than of bodily injury. The company 
points out that agents in selling this 
feature are inclined to look upon the 
cause of disability as accident only, 
whereas the truth of the matter is that 
the great majority of losses arise from 
health claims. A recent reView of the 
disability claims made during the first 
nine months of the year showed that 
over 50 percent of the claims were made 
on the basis of some form of tubercu- 
losis, 90 percent of these being confined 
to pulmonary tuberculosis... It is pointed 
out that but one case was the result 
of an accident. The Connecticut Mu- 
tual’s study was directly in line with 
the figures recently compiled on over 
2,000 cases which showed that almost 
45 percent of all claims for disability 
were made on the basis of some form 
of tuberculosis, while a very small per- 
centage were made as the result of ac- 
cident. These facts are pointed out to 
the agent, in order that he may make 
use of the idea in soliciting business, 
showing the prospect the danger from 
disease is equal to, if not greater than 
that from accident. 


Strong Endorsement of 


Life Insurance Given 


STRONG endorsement of life in- 

surance as an institution and a 

profession was given at the Cleve- 
land Sales Congress by Rev. Joseph 
Schrembs, Catholic bishop of Cleveland, 
who said in part: 

“Now all this is nothing else but an 
indication of God’s Providence, God’s 
foresight, God’s providing and caring 
for the needs of all His creatures, and 
in this He gives us the example. He 
goes ahead to teach us to watch over 
those who are committed to our care, 
and that, gentlemen, is precisely the 
work that you have in mind—to teach 
men thrift; to teach men to look out 
for the rainy day; to teach men to watch 
over their dependent ones and loved 
ones. 

* * * 


“You and I know—taught by expe- 
rience—and you have heard men say: 
‘Why, I can save, I can save my own 
money, and I can put it in a bank. I 
can invest it in stocks and bonds. I can 
do all those things and I can make more 
money out of it than you offer me with 
your life insurance contract.’ Why of 
course a man can do that, but the trou- 
ble is he doesn’t. And that is where the 
whole proposition falls flat. Of course 
he can do that. He can save and he can 
invest his savings, but as a matter of 
fact he doesn’t, because there is nothing 
to hold him to it. But the moment he 
strikes one of you gentlemen there is a 
contract there, and that contract con- 
tains definite provisions, and those defi- 
nite provisions are in his own interest 
and once he engages in them he must 
live up to them—it is a compelling force. 
It is an incentive that works out natu- 
rally and urges him to that proposition 
of saving up for the future—for the 
rainy day for his dependent ones, and 
for his loved ones, and it is the only 
absolutely safe propos'tion for that man 
who has the sense of responsibility to 
care for those who are dependent upon 
him. 

* * * 

“When our blessed Lord and Saviour 
was on this earth and walked this earth, 
scattering the lessons of His wisdom, 





how often did He not compare the king 
dom of God, as he called it, to a hous 
holder, who lovingly watches over tho 
who are dependent upon him. It is 
who bears the burdens of the day; it 
he who is always thinking of the future 
it is he who is providing for all thos@ 
who are under him, and even while t 
others sleep, he is the householder 
has got that sense of responsibility, a 
his heart watches. 

“Now, gentlemen, that is the purpos 
of your business—to create, to stimulate 
in the hearts of the community at larg 
that spirit of truth, that spirit of t 
householder who fulfills his duty b 
those who are under him, and whg 
when his day is done, can lay his weary 
head upon his pillow of death and say 
‘Thank God, I did what I could, and 
when I am gone at least my loved one 
shall not have to starve. I have pre 
vided for them.’” 


Have You Ever Sold 
“Memory Insurance >" 
A 


SELLING approach for life ins 
ance which might properly } 

called the selling of “memory insurane 
is being successfully used by one of 
leading Chicago agents of the New Yo 
Life, a member of J. A. Campbel 
central branch in that city. This 
underwriter has established a cliente 
of such proportions that his positig 
among the quarter and half million pre 
ducers is a certainty and yet he mai 
tains to this day the custom of makir 
one cold canvass call a day. He dog 
this in order to keep in constant toud 
with actual field conditions. He reah 
izes that if he should take his increase 
income without this added effort, 
might soon become rusty and when ca 
ditions brought a slump, he might n 
be able to step into the gap. In ord 
to keep in fighting trim, he makes 
one call a day on the cold canvass p 
meeting the actual field conditions. 

This one call, however, is made ¢ 
the same plan daily, one that is unica 
and which offers great possibilities 
all life agents. “Memory insurance” mi 
sound like a far cry from life insurane 
and yet this particular approach 
takes the life policy and fits a pecult 
need that exists in every married m 
home and one which is so important 
to arouse instant interest. This Chic: 
producer goes in to the prospect a 
says, “There are two thing which 
and I and every other man forget ead 
year and yet which is of vital impo 
ance to the welfare and happiness 
the home.” Needless to say this arouw! 
the attention of the prospect immed 
ately and he inquires as to the identi 
of these two important matters that 
has forgotten. They are “your wi 
birthday and wedding anniversaty 
The agent continues, “It is a matter 
importance to remember these two daj 
and you will probably be glad to gi 
considerable to find a means of remé 
bering these two without fail every yé 
for the remainder of your life. It 
greatly add to the happiness and p 
sistency of the home life.” 

Is Valuable and Unique 

Thus the agent unfolds a plan 
using a life insurance policy as “memo 
insurance,” assuring the rememb 
of the two most important days if 
married man’s calendar. The first 
the policies could be used as a gift 
the following years they could be @ 
to recall the great days—the premml 
would be so arranged that the not 
would be received in sufficient time 
remind the policyholder of the com 
event. It fills a need, adds to the? 
tection carried and serves as a pe 
nent reminder of these two days. 
Chicago agent has received great 
turns from this approach. It app 
to a universal need and every 
might profit by it. 


A. J. Clifford, manager of the © 
bus branch of the Ohio National 
and Miss Helen Dunlap were m® 
Wednesday. 





